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“SHOWING: TALKING: 
LIFE INSURANCE i } 


Dew t Try Building 
Without the Tools 


In the life insurance business nearly 
every company is sound, has good life in- 


WITH THESE TOOLS IN 
YOUR KIT YOU CAN MORE 
EFFECTIVELY SELL LIFE 
INSURANCE 
An up to date CAN VAS SING 
/. PORTFOLIO which tells the 
story of life msurance m a 
way that every pros spect can 
understand. Jt is graphically 
illustrated with charts and 
drawings. 
An illustrated bricf—a new m- 
e novation. 
4 pre-approach plan that ac- 
kL #-F CONVERTS “suspects” 
into pro spects. 
4 A complete line of policy con 
e tracts 
Special plans for children of 
. all ages 
Lowest rates consistent with 
e sound actuarial practices 


7 A new plan of agency coopera- 


e tion. 


8 Constant development of new 
e sales plans 


surance contracts and pays its obligations 
promptly. But just as a house cannot be 
built from good material if the proper tools 
are lacking, so along with these good ma- 
terials of the life insurance business must go 
the proper selling tools. 

It is in the aids to selling that the Bank 
Savings Life excels.—For instance the First 
Tool in the Bank Savings Life agents’ sell- 
ing kit is a canvassing portfolio which pic- 
tures the advantages of life insurance.— 
Men get 78 percent of the impressions 
through the eye. The Bank Savings Life 
man takes advantage of this with his can- 
vassing portfolio. 

Read over the contents of the Tool Kit. 
—Then write George L. Grogan, Manager 
of Agencies, for complete information on 
why the Bank Savings Life is the Company 





Ps for men who are looking for a real future. 


The BANK SAVINGS LIFE INSURANCE COMPANY 
Topeka, Kansas 


Admitted Assets $3,519,222.00 Insurance in Force $29,336,040.00 
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W. H. HINEBAUGH, President 
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| Central Life 


Liberal General Agency Contracts offered 
To High Class Salesmen and Organizers 





Of Illinois 


Who are prepared to capitalize 


its a ae Service, including: 

Sharing Banker’s P i 
ans Practical Sales Course 

which attracts and equips new representatives. 





Participating and Non-Participating Policies, 
Child’s Policies from date of birth, Mortgage Coverage, 


Non-Medical, Preferred Risk Policies. 





Dividend factors, mortality 1924-26, 34%. Ratio, assets to liabilities, 1.11%, interest earned on mean 


invested funds, 6.03%. 





Operating in twenty-two states with excellent General Agency openings in 


MICHIGAN PENNSYLVANIA 
MISSOURI UTAH == 
OHIO \VYOMING 


S. B. BRADFORD, Secretary 
W. R. WILSON, Vice-Pres. & Agency Dir. 


CENTRAL LIFE INSURANCE 
COMPANY OF ILLINOIS 
CHICAGO 
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The eyes of Atlantic Life’s field 
representatives are turned 
toward the inspiring towers 
of the 


Chateau Frontenac, Quebec 
where the Annual Convention of 


Atlantic Aces 
will be held in 


September, 1928 


New Atlantic representatives 
can qualify for this wonderful 
trip on very favorable condi- 
tions. Are you interested? 


Attractive Agency Openings 


ATLANTIC LIFE INSURANCE CO. 
Richmond, Virginia 
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Home Office 
Armour Boulevard and Main Street 


Midland Lite 
Insurance. Company 


Kansas City, Missouri 


There are men selling life insur- 
ance today whose present opportu- 
nities are limited but who have real 
futures. They are experienced, 
write a good volume of business 
and can handle men. But they must 
have a better deal before they reach 
full earning capacity. 


Many deserve to be and should 
succeed as general agents or district 
managers, especially in productive 
fields, representing a sound, grow- 
ing company. 


If you are qualified, make your- 
self known at once to the Midland 
Life, a solid, progressive company 
with $33,000,000 insurance in force 
—a company that meets competi- 
tion in all standard forms of policies 
and actually cooperates with its 
field forces. 

There are choice openings in 
Denver, Sedalia, St. Joseph, Wich- 
ita, Salina, Dallas, San Antonio and 
elsewhere. 

Take the first step toward a big- 
ger future today. Address your let- 
ter to the undersigned personally. 


Daniel Boone, President 
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BANKERS 
LIFE INSURANCE COMPANY 


OF NEBRASKA 


Assets $29,400,000 Insurance in Force over $118,000,000 








Issues up-to-date Policies, both Participating and Non-Participating, with Double Indemnity and Disability Benefits. 


For many years the Bankers Life has had more insurance in force in its home state than any other company, and all of 
its business has been written by its own agents. 


Forty years of successful and conservative management have resulted in financial statements and in dividends to policy- 
holders unequaled in insurance history. 


Having laid a foundation broad enough and strong enough for a building of any size, the Company is now ready to erect 
the superstructure. 


If you wish to invest your time and energy where it will make the largest returns in money, satisfaction, peace of mind 
and pride in the institution you represent, it will pay you to investigate. 


LET THE BANKERS LIFE BE YOUR BANKER 


Opportunities Are Open for Producers, General Agents and Supervisors in the Following States: 


PENNSYLVANIA SOUTH DAKOTA NEBRASKA OHIO 

UTAH KANSAS MICHIGAN WASHINGTON 
IDAHO ILLINOIS OREGON WEST VIRGINIA 
IOWA WYOMING DISTRICT OF COLUMBIA MISSOURI 
OKLAHOMA 


For full particulars address 


HOME OFFICE, LINCOLN, NEBRASKA 














Announcing Our Entry Into 


WISCONSIN 


And the Consequent Opportunity Offered 


AGENTS 


Capable men desiring to build their own general agencies have an unusual opportunity to obtain ex- 
clusive territory of their own choice in this great state with The Farmers National Life which has just 
entered the state. 


This progressive young company has an agency contract in the line of policies that enable you to create 
a real business for yourself in this state. The company accepts all classes of life risks ages one day to 
65 years. It writes double indemnity and total disability. Women are accepted on the same basis as 
men. Low cost is a feature of this insurance. 


Do not delay in writing A. O. Hughes, vice-president in charge of agencies for complete details regarding 
the territory you desire to secure. 


Farmers National Life Insurance Company 
OF AMERICA 
3401 South Michigan Ave., Chicago, Illinois 
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NEW SERIES OF ADVERTISEMENTS 
Little Life Stories 
Jrom the held 


HE life insurance business is often of human character. Many of life in- 

referred to as the most interesting surance’s great successes came near 
of all human crafts. Families saved from to being failures. The turning point 
destitution—men helped to indepen- has often been a timely visit, a well 
dence—children sent through school— spoken word, a logical argument. 
homes released from bondage—busi- In this publication we shall begin 
ness protected against loss;—the life next month a series of advertisements 
insurance man sees life. Toa great ex- that will tell you of some of these 


happenings. They will be called “Lit- 
tle Life Stories from the Field.” 
They will be true, of course, 
about real people now living, 
and will be found interesting. 


tent, it may even be said he regulates it. & 

Within the life insurance busi- ‘ais 
ness there are enacted frequent 
dramas hardly surpassed out- 
side for their startling portrayal 





InTER-SouTHERN Lire Gif Insurance Company 


wi. 
CAREY G. ARNETT, President Home Offices, Louisville, Ky. 
Capital, Surplus and Reserve for the Protection of Policyholders - - - - $13,563,462.04 
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PARKINSON BECOMES | 
EQUITABLE LIFE HEAD 


Prominent Attorney and Rank- | 
ing Vice-President Made Chief 
Executive 


SUCCEEDS JUDGE W. A. DAY 


Chief of Past Sixteen Years Is Named 
Chairman of the Board of New 
York Company 


NEW YORK, Oct. 26 
liam A. Day, for 16 years president of 
the Equitable Life of New York, last 
week tendered his resignation as active 


-Judge Wil- 


head of the organization and was elected 


chairman of the board of directors, being 


succeeded as president by Thomas I. 


Parkinson, for the past seven years one 
of the company’s vice-presidents. 


Parkinson Well Known 
Mr. Parkinson is a lawyer who has 
attained some reputation in the legal 


world and has also had a well rounded 
experience in the life insurance business. 
He was born in Philadelphia in 1881 and 
graduated from the University of Penn- 
sylvania Law School in 1902. After prac- 
ticing law in Philadelphia, Mr. Parkin- 
son went to New York as counsel to 
the Bureau of Municipal Research in 
1908, and while there organized in the 
law school of Columbia University a 
legislative drafting research department. 
In this connection he did some impor- 
tant work in drafting bills and acting as 
counsel for committees of the New 
York and other state legislatures. Dur- 
ing the war he was a major on the judge 
advocate general’s staff and drafted 
many important federal statutes dealing 
with the war finance and military affairs. 
In 1919 he served as advisory counsel 
to the director of the war risk bureau 
and later was appointed legislative coun- 
sel for the Senate, participating in the 
drafting of the important post war legis- 
lation during 1919 and 1920. 
Joined Equitable in 1920 


In 1920 Mr. Parkinson joined the 
Equitable Life as a second vice-presi- 
cent, and in 1925 he was made first vice- 
president, becoming the ranking vice- 
president in 1926. Mr. Parkinson has al- 
ways been active in national legal affairs, 
being chairman of the American Bar As- 
sociation committee on legislation for 
many years. In 1917 he was made profes- 
sor on legislation in Columbia University 
and later was for two years acting dean 
of the Columbia law school He still 
lectures at Columbia law school on ad- 
ministrative law, insurance law and 
statutes. 





Judge Day Long in Office 
Judge Day, one of the outstanding 
hgures in the life insurance executive 
ranks, has been president of the com- 


pany for 16 years. A native of Dela- 
ware, he spent his early years as a 

. . ' 
lawyer in the middle west. He was 


FINANCIAL SECTION IS 
ORGANIZED AT DALLAS 


|W. H. HINEBAUGH IS CHAIRMAN 


New American Life Convention Adjunct 
| 


Has Interesting Discussion on 
Farm Mortgage Problem 


DALLAS, TEX., Oct. 26—The new 
financial section of the American Life 
Convention was organized Tuesday 


afternoon, with W. H. Hinebaugh of the 
Central Life of Chicago as chairmat 
and R. J. Merrill of the United Life 
& Accident of Concord, N. H., secre 
tary. President H. M. Woollen of the 
American Life Convention presided dur 
ing this session and Claris Adams acted 
as secretary. Three papers were read 


There was earnest and constructive dis- 





cussion of the farm mortgage problem 
which is a very vital one with all com 
panies. This section promises to be one 
of the most imonortant features of the 
American Life Convention 

W. H. Hinebaugh, president of the 
Central Life of Illinois, addressed the 
meeting of the financial section on the 


subject, “Laws Affecting Investment of 
Life Insurance Funds.” After analyzing 
the provisions of a number of 

(CONTINUED ON PAGE 
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made auditor of the United States Treas- 
1895. In 1903 he was appointed 
Attorney-General of the 
two later first 


insurance business 


ury in 
assistant to the 
United States and 
turned to the life 
This was in 1905, when he was made 
comptroller of the Equitable Life of 
New York. In i906 he was elected vice- 
president and in 1907 became a director 
When Paul Morton, then president, died 
in 1911, Judge Day was named his suc- 
cessor, which post he has held to the 
present time. He now becomes chair- 
man of the board. 


years 


JUDGE WILLIAM A. DAY 
Chairman of Board, Equitable Life 





| LEGAL SECTION MEETS 
AND ELECTS OFFICERS 


A. D. CHRISTIAN IS CHAIRMAN 


Interesting Papers on Court Aspect of 
Business Are Read—Legislative 
Matters Are Discussed 


DALLAS, TEX., Oct. 27 
Section of the American Life Conven- 
tion meeting here, Oct. 24-25, 
preceding the general sessions of the 
convention. A. D. Christian of the At- 
lantic Life presided Frank W. McAl 
lister, Kansas City Life, secretary of 
the section, was made chairman for next 
vear, and C. Petrus Peterson, Bankers 

i Nebraska, was elected secretary 


| he Le gal 


held its 


Life of 
Discuss Anticipatory Breach 


Sam B. Sebree, counsel for the Mid- 
land Life of Kansas City, was the first 
programmed speaker. He read a case- 


report paper on “The Doctrine of 
Anticipatory Breach as Applied to Insur- 
ance Contracts.” The paper was dis- 
cussed by Walter H. Eckert, general 


, counsel for the Federal Life 
Charles Grilk, general counsel of the 
Register Life of Davenport, lIa., pre- 
sented a paper on “The Uniform Insur- 


ance Law As Recommended by the 
American Bar Association.” He said 
the insurance code reported by the 
standing committee on insurance law 


was approved by the American Bar As- 
sociation at its Buffalo 
but pointed out that the proposed code 
leaves unsolved the questions of taxa- 
tion, investments and the control f 
stock life insurance companies 
In a paper replete with reports, 
Joseph O'Meara, Jr., assistant counsel of 
the Western & Southern Life, gave the 
experience of a number of companies in 
defending under the sound health clause 
(CONTINUED ON PAGB 26) 
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case 


JUDGE DAY SUCCEEDED BY PARKINSON 


THOMAS I. PARKINSON 
President, Equitable Life 


meeting, | 


|MANY COMPANY HEADS 
GATHER AT CONVENTION 


| = 

| President H. M. Woollen Presides 

at General Sessions—Wins 
Acclaim 


| TEXAS COMPANIES HOSTS 


President O. J. Arnold of Northwestern 
National Life Expected to Be 
Elected President 


By C. M. CARTWRIGHT 
DALLAS, TEX., Oct. 27 The an- 
nual meeting of the American Life Con 


Dallas this week a 


company 


vention 
' 
large 


Many 


tournament 


lay 


brought to 
officials 
The golf 
Monday and 
held 


It was pre 


attendance otf 





arrived on Sunday 


took place 
rhe section its 


Tues Legal 


two days 
Christian of the Atlan- 
McAllister, 
the 


lor 


meeting the 
sided over A, D 
tic Frank W 
City secretary of 
tion, was made 
and C. Petrus 


1 
ol Nebraska, 


Entertainment Features 


Kansas 
Sec- 


Life 


Life, Legal 


year 
Life 


next 
Bankers 
secretary 


chairman 
Peterson 


was elected 


Many 


There were numerous entertainment 
| features provided for the ladies The 
Texas Life Convention had a large com 
mittee on hand, headed by President 
Harry L. Seay of the Southland Life, 
that is wiving much attention to the visi- 
The committee consists of officials 
companies, almost all of them 
represented at the meeting. 
Life Convention gave a 
Dallas Country Club to 
members and their 
evening. The golfers’ 
| dinner was given Tuesday evening at 
|the Brookhollow Club, where the golf 
tournament was played. 


tors 
Texas 

being well 

| The Texas 

ld ‘ 

| dinner at the 

ithe Legal Section 

ladies Monday 


| Morton Bigger Heads Juniors 


The junior association held its annual 

| luncheon Wednesday. presided over by 
John W. Cadigan, New World Life. 

Morton Bigger, American Life Reinsur- 

ance, was chosen president for the new 
vea! President J. B. Reynolds of the 

Kansas City Life speke to the juniors 
The executive committee of the Amer- 

ican Life Convention has decided to es- 
tablish two more sections, one devoted 


to home office management and the 
other to general agency work. Presi- 
dent Woollen announced this at the 
meeting Wednesday morning. It will 
come up for action at the executive 
session 

M. J. Norrell, general manager of 
the Dallas chamber of commerce, and 


Robert E. Lee Saner, prominent Dallas 


attorney and former president of the 
American Jar Association, extended 
welcomes at the first session 

| H. M. Wooden, president of the 


American Central Life, who presided at 
the convention proper, which opened 
| Wednesday morning, was accorded 
much acclaim for the remarkable con- 


| structive work he has done during his 
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administration. He gave the annual 
address Wednesday morning. 


“We have a rather highly organized 
institution which always has been ex- 
ceedingly aggressive in the interest of its 
members as well as the whole institution 
of life insurance. We are confronted 
today with an increasing number of 
problems. We appear to be entering the 
most fiercely competitive period of our 
history. More and more the business 
tends to lose its human and somewhat 
spiritual qualities and to become more a 
pure dollar and cent proposition. The 
tendency to sell insurance on a basis of 
premium rates only seems to be greatly 
on the increase, and the scramble for 
size never was more abroad in the land 
than it is now. Increasing and unwar- 
ranted encroachment on the policyholder 
by the taxing authorities is in evidence 
everywhere. 

New Valuation Table Seen 


“A new table of valuation is taking 
control of the situation. Whether this 
will be fortunate or unfortunate for our 
members, time only can tell. Changes 
in the methods of placing life insurance 
in the hands of the public are coming 
about slowly but surely. In many quar- 
ters there is a marked tendency to under- 
mine the whole agency system as we 
now know it, substituting for the full- 
time insurance man the broker or the 
multiple line type of distributor. Im- 
portant questions as to the qualification 
and the education of agents are being 
forced upon us. Fortunately we are be- 
ginning to have a better understanding 
of the relation between these two items 
and the lapse question. We are learn- 
ing that the old-time, high-pressure 
salesman with his terrific lapse ratio 
must be eliminated and his place taken 
by a trained man who will work con- 
servatively and with an eye to the future. 

“We are beginning to realize that we 
must raise the standard of the men 
representing us in this way, and for that 
matter we must raise our own standards 
if we are to continue to command the 
respect and confidence of the public. 
There is and will continue to be a field 
for the smaller life insurance company 
that conducts its business in a sub- 
stantial way. But I believe that the day 
is fast passing when any company offer- 
ing less than that can endure.” 


Advertising Men Speak 


There were two prominent advertising 
agency men at the convention this year. 
John Lee Mahin of New York City, 
vice-president, Barron G. Collier, Inc., 
spoke Thursday afternoon on “Adver- 
tising as Applicable to the Legal Re- 
serve Life Insurance Business.” 

R. B. Cousins, Jr., insurance com- 
missioner of Texas, gave the address 
of welcome Wednesday morning. There 
are two other commissioners present, 
C. C. Wysone of Indiana and Jesse 
G. Read of Oklahoma, the latter be- 
ing chairman of executive committee 
of the National Convention of Insur- 
ance Commissioners. 

Also at the Wednesday morning ses- 
sion Claris Adams, secretary and general 
counsel of the convention, presented his 
annual report as secretary. He reviewed 
the operations of the convention for the 
last year and reported its plans for next 
year. 

At the Wednesday afternoon session 
Dr. H. E. Sharrer, president of the 
Northern States Life, spoke on “In- 
teresting Incidents” in the life insurance 
business, stating it as his opinion that 
the most interesting incident of the busi- 
ness was the founding of the business 
itself in the United States. 


Insurance and Banker Discussed 


John C. Mechem, vice-nresident of the 
First Trust & Savings Bank, Chicago, 
spoke on “Life Insurance and _ the 
Banker” at the Thursday morning meet- 
ing. He analyzed the present and past 
relations of insurance and banking. and 
indicated some of the ways in which the 
two institutions can work together for 
the future. 

P. M. Estes, general counsel of the 
Life & Casualty of Nashville, read a 





ENTHUSIASTIC RECEPTION 
PROMISED BY DETROIT 


WELCOMES 1928 CONVENTION 


Managers and Agents Endorse Plans for 
National Association Meeting 
Next Year 


DETROIT, Oct. 27.—At the regular 
monthly meeting of the association of 
managers and general agents of the va- 
rious life companies operating in Detroit 
and Michigan, a resolution was passed 
in which every one present endorsed en- 
thusiastically the action taken by the na- 
tional executive committee at Memphis 
in deciding to hold the next annual 
convention of the National Association 
of Life Underwriters in Detroit. All the 
members promised their wholehearted 
support and fullest cooperation in mak- 
ing this convention one of the greatest in 
the history of life insurance in America. 


Detroiters Are Enthusiastic 


It was also the sense of the meeting 
that fullest publicity should be given to 
the thought that Detroit was never 
averse to holding the convention here 
or that it was lacking in its desire to 
extend its hospitality to the members of 
the National association, but, owing to 
the fact that five consecutive invitations 
had been given to the National associa- 
tion to meet here, they felt that the time 
had arrived when it was important to 
have a unanimous decision from the na- 
tional committee itself. The spontaneous 
action taken by the committee at Mem- 
phis has cleared the atmosphere, as far 
as Detroit is concerned and the life men 
of this city are desirous of assuring the 
association that when they visit Detroit, 
they will receive a welcome worthy of 
this dynamic city. Plans are under way 
now to double the membership of the 
association and very shortly a commit- 
tee will be appointed to lay plans to 
make the coming meeting the best of all 
time. 


paper on “Taxation and Retaliatory 
Legislation.” Mr. Estes holds unortho- 
dox views on the matter of taxation of 
insurance. “I am not a sworn enemy to 
taxation,” he said. “In the main I re- 
gard it as a very desirable investment. 
Moreover. insurance companies are di- 
rect beneficiaries of such expenditure of 
money. They tend to the development 
of the individual, to his better health and 
greater efficiency, all of which is re- 
flected in larger earnings for the com- 
pany. Nor do I personally feel that 
insurance premiums should not bear 
their proportion of these public burdens 
Regardless of my or others’ feelings, 
however, it is unquestionably true that 
insurance premiums will continue to be 
subject to taxation.” 

It is a foregone conclusion that O. 
T. Arnold of Minneapolis, president of 
the Northwestern National Life, wil! 
be elected chairman of the American 
Life Convention Friday morning. Mr. 
Arnold has done conspicuous work for 
the organization, especially in connec- 
tion with the committees that investi- 
gated total disablity and lapses. Daniel 
Boone, Ir., president of the Midland 
Life of Kansas City, has a large fol- 
lowing who are seeking to secure his 
election as a member of the executive 
committee. Another contingent is back- 


ing John M. Laird, secretary of the 
Connecticut General Life. 
St. Louis May Get Meeting 
The convention next year will un- 
doubtedly be held in St. Louis. The of- 


ficers of the St. Louis companies held 
a meeting a few davs ago and decided 
to extend the invitation through George 
Graham. vice-president of the Central 
States Life. 

Thomas W .Blackburn, associate couff- 
sel, gave.a resume. of his report, cov- 
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NEW CHICAGO COMPANY 
ORGANIZED, LICENSED 


O. T. HOGAN TO BE PRESIDENT 
Almost All Stock Has Been Subscribed 


—Capital Is $100,000 and 
Surplus $60,000 





The United Insurance Company has 
been issued a charter by the Illinois de- 
partment to do life insurance business. 
The incorporators of the company are 
O. T. Hogan, A. D. Johnson, J. N. Ely, 
E. G. Ellefson, G. W. Van Fleet, S. J. 
Russell, M. D., G. Blair Hiser, Martin C. 
Gittelson and Frank M. Preschern, all 
of Chicago. The incorporators are all 


officers and employes of the United 
States Mutual and the Mid-Western 
Life, both of Chicago. The new com- 


pany is to be operated by the same man- 
agement and will have headquarters at 
the offices of the United States Mutual 
and the Mid-Western Life, 2721 South 
Michigan avenue. 

It is understood that the majority of 
the stock will be subscribed for by the 
men named above, and their associates, 
and only a small amount of the capital 
stock, if any, will be offered to the 
public. The company’s capital is $100,- 
000, and surplus, $60,000. 


0. T. Hogan Probable President 


O. T. Hogan is president of the two 
companies named above and undoubt- 
edly will be also elected president of the 
new company. Mr. Hogan is the organ- 
izer of the United States Mutual and 
has been its president since its inception. 
He is recognized as a live, progressive 
company executive. 

A. D. Johnson is secretary and treas- 
urer of the two companies and in all 
probability will hold a like position with 
the new company. Mr. Johnson has had 
long experience in the insurance busi- 
ness. 

Van Fleet to Be Officer 


G. W. Van Fleet, vice-president of the 
Mid-Western Life, was formerly presi- 
dent of Peoria Life and general manager 
of the ordinary department of the West- 
ern & Southern Life. He has had wide 
and varied experience and is slated as 
manager of the ordinary department of 
the new company. 

The new company anticipates com- 
pleting its organization shortly after 
Jan. 1 and will place on the market a 
full set of industrial life and ordinary 
life policies. 

The company will enter other states 
than Illinois as the process of organiza- 
tion permits. 





ering the legislation of the year, be- 
fore the Legal Section. 

At the annual golfers’ dinner held 
Tuesday night, Henry Abels, Franklin 
Life, who has acted as chairman and 
statistician for 10 years, retired. James 
Fairlie, Abraham Lincoln Life, was 
chosen as his successor. In the tourna- 
ment S. C. Hurst, Southland Life, won 
the low qualifying prize with a score of 
75. F. P. Carr, “Central Life of Iowa 
won the low net. Henry Abels, and 
H. G. Royer of the Great Northern Life, 
tied in the putting contest. 


Hooper-Holmes Bureau in Canada 


The Hooper-Holmes Bureau announces 
the opening at Montreal of its first Ca- 
nadian office, with Wyatt E. Carter as 
manager. For the past three years Mr. 
Carter has acted for the bureau as its 
Montreal representative. Charles A. El- 
liot, who has represented the bureau at 
Albany, N. Y., has been appointed su- 
pervisor in charge of field operations and 
will have his headauarters at Montreal. 
new office will handle insnection 
work throughout the province of Quebec. 
Later the service of the bureau will be 
extended to other parts of the Dominion. 





MEDICAL DIRECTORS TOLD 
ABOUT AVIATION HAZARD 


REVIEW COMPANY PRACTICE 


Dr. L. G. Sykes and Dr. W. B. Smith 
of Connecticut General Present 
Joint Paper 


NEW YORK, Oct. 27.—“‘Aviation 
and Life Insurance” was the most in- 
teresting subject dealt with in the pa- 
pers read before the annual meeting of 
the Association of Life Insurance Med- 
ical Directors that opened here Wednes- 
day with a large attendance of mem- 
bers and delegates from all parts of the 
country. In their joint paper on avia- 
tion Dr. Lawrence G. Sykes and Dr. 
William B. Smith of the Connecticut 
General Life declared that the interest 
and participation in travel by air affects 
each and every life insurance company 
at this time and will affect them in- 
creasingly more in the future. 


Company Practices Reviewed 


On the first of the year the policy 
contracts of 42 of the 50 leading com- 
panies contained no clause eliminating 
liability from aeronautical activities. 
The volume of business thus represented 
exceeded $67,000,000,000. Four com- 
panies had a one-year elimination rider 
and four had a two-year elimination 
rider, so that on the volume of business 
two years old, the 50 leading compa- 
nies here and in Canada were covering 
travel by air to the extent of $7,270,- 
000,000. 

One factor that will influence the life 
companies is the recent liberalization of 
the contracts of the accident companies, 
one of which found after a survey that 
“the hazards of regularly established 
and licensed aviation are little greater 
than those that beset pedestrians or the 
occupants of automobiles.” They then 
presented statistics to show that since 
1919 mileage has tremendously increased 
over the transcontinental airways, while 
fatalities per mile have gone equally as 
far in the opposite direction. 


Four Major Underwriting Factors 


They then gave consideration to each 
of the four major factors in aviation 
from a life underwriting point of view. 
The pilot, aircraft, airway and existing 
laws governing flying in this country. 
They concluded by presenting the an- 
swers to each of the 50 leading Amer- 
ican and Canadian companies made to 
the question sent them on a question- 
naire. The first was: Do the policy 
contracts of your company contain a 
clause covering those who travel by air 
as passengers? Forty-two companies 
do not have such a clause, while eight 
have carying one or two clauses. The 
second question was whether an extra 
premium was charged to cover this pro- 
tection and what the extra premium 
was, if any, and whether it was a flat 
extra charge or operated on a sliding 
scale to approximate number of times 
yearly the insured will fly. The other 
two questions were in regard to the re- 
strictiuns as to amount and plan of 
insurance issued to an individual and 
whether insurance was limited to any 
particular class of flying, such as com- 
mercial or military. 


Big Producers in Malta 


An interesting fact was brought out 
at the annual meeting of the Macaulay 
Club of the Sun Life, held in Mackinac 
Island recently, that the company’s 
agency in the small island of Malta, in 
the Mediterranean Sea, had seven men 
who produced $100,000 of insurance oF 
more. This agency, under the leader- 
ship of Division Manager Ely, is show- 
ing what can be accomplished by sys- 
tematic effort of well-trained men. 
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SEE LIFE INSURANCE 
RECOVERED FROM LULL 


Prosperous Season Is Predicted 
by New York General 
Agents 


ONCE MORE FORGES AHEAD 


Anticipated Slump Did Not Materialize 
and Seasonal Time Is Replaced 
by Unusual Activity 


NEW YORK, Oct. 27 
here is good and is getting better rap- 
idly after the usual summer lull, ac- 
cording to the unanimous opinion of 
prominent general agents here, who 
agree in their conviction that last 
vear’s high record will be smashed by 
production figures for 1927 when they 
are compiled at the end of the year. 
All are at one in reporting that the sea- 
business recovery noted every 


fall has been unusual this year, more 
than fulfilling their highest expectations. 
The slight nervousness that prevailed 
some months ago in commercial and 
financial circles has practically disap- 
peared. To their great relief the pre- 
dicted slump failed to put in an ap- 
pearance, and the business world seems 
to have gained renewed confidence and 
is again forging ahead at the same un- 
precedented rate of the past few years. 


.—Business 


sonal 


Viewed by General Agents 


In a series of interviews this week 
the following general agents set forth 
their reasons for confidence in favorable 


business conditions for the remaining 
months of the year: 

Charles A. Foehl, general agent here 
of the Prudential—“During July and 
most of August business was slow, prin- 
cipally because so many agents and 


their clients were out of town on their 
vacations. But during the past few 
weeks, particularly since Labor Day, 
the recovery has been rapid. The gen- 
eral business outlook is good and the 
country as a whole continues to prosper 
as can be seen in the showings of the 
railroads, which are excellent business 
barometers. Some financial services 
like Babson’s and others are inclined to 
be somewhat pessimistic, but this 
should have a stimulating effect upon 
life insurance, particularly upon business 


insurance, which can be used to bolster 
credit and assure solvency in case 
things take a turn for the worse. And 


never has there been so much advertis- 
ing of life insurance by trust companies, 
banks and other outside institutions, all 
of which should make sales easier. Our 
agency is running slightly ahead of last 
vear’s record, and with the best months 
of the year to come, we have every rea- 
son to expect to outdo last year’s total 
of $30,000,000 by a substantial margin.” 


See Bright Future 
Gerald A. Eubank, one of the coun- 
try's largest personal producers, re- 
cently resigned general agent here of 
the Aetna Life, now operating with Mat- 


thew F. Kane, H. G. Henderson and 
John J. Gordon under the name of 
Gerald A. Eubank and Associates— 


qnince we began operating as indepen- 

ent life managers on September 2, 
we have placed practically the same vol- 
ume of business we formerly did when 
representing the Aetna Life exclusively. 
This fact leads us to the conclusion that 
the business outlook for the future is 
unusually bright.” 

Charles E. Ives of Ives & Myrick, 
general agents here of the Mutual Life 
of New York, the country’s largest life 
organization with non-exclusive terri- 
tory—“At the present time general con- 
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ALBERT SHORT ELECTED 
GIRARD LIFE PRESIDENT 


FOLWELL BECOMES CHAIRMAN 


New Chief Was One of Organizers and 
Leading Factors in Company 
Administration 


Albert Short, for many years vice- 
president of the Girard Life, has been 
elected president to succeed Nathan T. 
Folwell, who has retired to become chair- 
man of the board of directors. Mr. Short 
has been the outstanding factor in the 
company organization since its forma- 
tion in 1906, since which time he 
servedthe company as secretary, actuary 
and vice-president 

Mr. Short was born in Delaware in 
1866, spent the first few years after the 
completion of his schooling in the teach- 
ing profession. His first business expe- 
rience was in the Philadelphia office of 
the Berkshire Life, in which he began 
as cashier, remaining with the company 
for 17 years. He resigned from that 
company to join the Girard Life, in 
the organization of which he was an im- 
portant factor. 

This action taken bythe board of direc- 
tors last week is the third important 
change in the home office organization 
during the past few weeks. Only recent- 
ly Frederick G. Woodworth was elected 
vice-president in charge of agency direc- 


' 
nas 


tion and W. L. Crawford was made 
actuary. 

ditions are better than earlier in the 
year. Business has been steadily in- 
creasing since March and April. Last 
August was the biggest that we have 


ever had, and the remaining months of 
the year hold out every promise of be- 
ing larger than corresponding months in 
any previous year. As a result, we ex- 
pect 1927 to be the best year in our 
history. Our production figures to date 
are 173 percent over our requirement 
and we shall probably end the year with 
$1,000,000 more or less over last year's 
record of $34,000,000.” 


Trend Is Upward 


Herbert W. Jones, general agent here 
of the Canada Life—“I am convinced 
the trend in the life insurance business 
will continue upward, as there is no 
reason not to be highly optimistic. All 
factors seem to point at least to a con- 
tinuation of, if not an actual increase 
in, the present level of prosperity. Ar- 
thur Brisbane recently predicted that 
1928 may turn out to be the greatest 
year in the history of business in this 
country in spite of the fact that it will 
be a presidential year. With its gigantic 
increases in recent vears the institution 
of life insurance, like a snow ball roll- 
ing down hill, has gained a terrific mo- 
mentum and steadily accelerating speed 
that will carry it a long way over any 
rough ground it may strike. In addi- 
tion to all other factors, the practical 
and intensive attention now being given 
the development of the idea of closer 
cooperation between trust companies 
and life insurance organizations is bound 
to result in more policies and larger 
policies, which will be reflected in life 
insurance totals from year to year.’ 


Comments on Stock Trend 
Joseph D. Bookstaver, 


here of the Travelers, whose 
led the company in production 


general agent 
agency has 
for the 


| past seven years—“While I am mindful 


of the fact that the days of the prophets 
are past, we nevertheless can express 
our expectations and hopes, and if they 
count for anything, the achievements 
from now until the end of the year 
should be such as will perhaps outshine 
the accomplishments of other years. One 
should be reminded of the fact, how- 
ever, that the ‘Wizards of Wall Street,’ 
who usually know what they are talk- 
ing about, failed in recent predictions 





PROGRAM FOR AGENCY 
OFFICERS MEETING GIVEN 


CONVENTION IS NEXT WEEK 





Joint Session of Association and Re- 
search Bureau to Be Held in 
Chicago, Nov. 1-2 





Convention plans for the annual meet- 
ing of the Association of Life Agency 
Officers and the Life Insurance Sales 
Research Bureau have been announced 
by the program committee. The con- 
vention will be held Nov. 1-2 in Chicago, 
with headquarters at the Edgewater 
Beach hotel. The agency officers will 
meet on the first day and the Research 
Bureau on the second day. The detailed 
program is as follows: 


Tuesday, Nov. 1 


Chairman—H. H. Armstrong 
tendent of agencies, Travelers 
Opening—H. H. Armstrong. 
Report of secretary-treasurer 
Report of educational committee 
Welcome to Chicago—Chicago Associa- 
tion of Commerce, 
‘The Agency Officer His 
Agency Visits Planning 
spent in agencies—securing information 
and ideas for future use file for future 
reference in arranging trips—using 
“Theme of Moment”—adjusting time and 
procedure of home office supervisors 
Cooperation of other departments in 
agency problems Meetings of depart- 
ment heads—visits of department heads 
to agencies 
Employment of 


superin- 


Job 
visits—-time 


records 


standardized 


and plans in agency office 
Education—standard approach—use of 
prospectus book—use of daily reports, 
daily check-up, weekly audit—prepara 
tion and use of statistical data—agency 
meetings 
Tuesday Evening—Annual Banquet 
Wednesday, Nov. 2 
Chairman—M A. Linton, vice-presi- 


dent, Provident Mutual Life 

Report of Bureau progress in 1927 

Announcements 

Election of officers. 

“Conservation of Business.” 

Conservation —home office—new re- 
port on conservation—an exhaustive 
study of methods of home offices and 
agencies. Carefully prepared discussion 
of problem viewed by home office. Con- 
servation as field problem—ways in 
which home office may assist field in 
conserving business. 

Wednesday Afternoon 
Conservation—Field. 
“Manager's Manual 

tion of the 
ness which 
ing to such 
Report on how life insurance 
described to the public through 
tising and similar channels. 


Part V: The 
manager in producing 
renews—basic factors 
results. 


func- 
busi- 
lead- 


may be 
adver- 


so far as the stock market is concerned. 
Instead of the expected depression com- 


ing as they predicted, we all know what 
happened. That life insurance produc- 
tion for 1927 has not come up to the 
figures for 1926 is a known fact. The 
question naturally arises, is it because 
the money ordinarily going into life in- 
surance premiums has gone to buying 
stocks? We can assume that to be a 
fact, for the public buys stocks when 
they are going up. In the hope of 
making money, they defer buying life 
insurance until a later date Usually, 
life insurance is on the ‘up-go’ when 
Wall Street is on the ‘down-go.’ We 
are not, however, praying for a down- 
ward trend in stocks in the hope of 
getting more premiums. Our confidence 
in the immediate future lies in the 
reasonable hope that those who have 


invested their money in stocks will take 
their profit by selling out while the mar- 
ket is still high or in some con- 
tinue to hold on in order to receive 
dividends sufficiently large to enable 
them to invest part of their profits in 
life insurance for their protection in any 
rainy days that may come.’ 

Edward M. McMahon, formerly gen- 
eral agent here of the National Life of 

(CONTINUED ON PAGE 26) 
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CLAIMS BIG TOPIC OF 
INDUSTRIAL INSURERS 





Committee Directed to Report Out 
Plan for Improving Present 
Serious Situation 


LEAL IS NEW PRESIDENT 


Resolution Adopted Pledging Closer 
Cooperation Between Local Offices 
of Member Companies 





NEW OFFICERS ELECTED 

President, J. RB. 
& Accident. 

Vice-President, FP. M. 
Casualty. 

Secretary-Treasurer, H. <A. Bartho- 
lomew, Continental Life, Washington, 
BD. Cc. 

Chairman Executive Committee, George 
R. Kendall, Washington Fidelity National, 

Executive Committee, BE. T. Burr, Dur- 
ham Life; C. B. Clarke, Peninsular Cas- 
ualty; C. A. Craig, National Life & Acct- 
dent; R. H. Debbs, Industrial Life & 
Health; W. R. Lathrop, Seuthern Life & 
Health; A. B. Langley, Carolina Life. 


Leal, Interstate Life 


Estes, Life & 


steadily mounting claim ratio on 
health and 
and the discussion of methods by which 
held the center of 


at the annual meeting of the 


The 


industrial accident business 


it might be reduced 
the 
Industrial 


stage 
Insurers Conference in St. 


Louis last week, as has been the case at 


every meeting for several years past. 
While no definite action was taken in 
regard to methods for relieving the 
present situation, which is admittedly 


critical for many of the members of the 
conference, all of the suggestions ad- 
vanced were referred to the good of the 
conference committee, which was in- 
structed to bring in definite recommen- 
dations on this subject at the next meet- 
ing. A resolution was also adopted 
pledging closer cooperation between the 
local offices of member companies in 
regard to claims and other matters and 
providing further for the penalizing of 
any member company that fails to live 
up to this pledge. 


Combined Experience Given 


That the claim situation is growing 
worse instead of better was shown by 
the report of the statistical committee 
presented by A. B. Upshur of the Home 
Seneficial, chairman. The report pre- 
sented the combined experience of the 
conference companies by years from 1910 


to 1926 inclusive. In 1910 the health 
and accident claim ratio was 30.45 per- 
cent and for death claims 7.02  per- 
cent, making a total of 37.47 percent. 
In 1926, on a premium income of 
$37,187,444, including the figures of 26 
of the 27 companies writing sick bene- 
fits, the health and accident claim ratio 
was 39.08 and for death claims 6.91, 
making a total of 45.99 percent. This 


compared with 38.35 percent for health 


and accident claims in 1925 and a total 
for that year of 45.38 percent. Six com- 
panies, however, were included in 1926, 
whose figures were not available for 
1925. Including only the same compa- 
nies that reported in 1925, the health 
and accident claim ratio was 39.6 and 
the total 46.49 percent. The highest 


percentage of sickness claims shown by 
any one company in 1926 was 53.1 per- 
cent and the lowest 29.6. The highest 
total was 61.1 and the lowest 35.5 per- 
cent. Only three companies showed 
any improvement in sick claims the past 
year and the one with the greatest im- 
provement had only .6 of 1 percent im- 
provement. 

It was stated frankly by speakers at 
the meeting that if this high loss ratio 
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JEFFERSON 


possessed a keen analytical mind. He made 
few mistakes because it was his unfailing habit 
to weigh all sides of a question before reaching 
his decision. Present-day life insurance sales- 
men have come to realize that haphazard meth- 
ods of selecting prospects lose both time and 
money —the need for a careful weighing of the 
prospect as such, before opening the interview 
is commonly recognized. 


An acid test which will eliminate “suspects” and leave 
only prospects has long been the dream of the experi- 
enced life insurance salesman. 


There is a way to separate good leads from bad— 
surely, quickly, and scientifically, American Central 
fieldmen have at their disposal all the advantages of a 
method of accurate prospect analysis which saves 
time, effort, and money. Guesswork and lost motion 
in canvassing are definitely eliminated. And this in- 
valuable aid is just one of a series of consecutive 
steps carrying the fieldman smoothly and inevitably 
from mere leads to sound sales. 


BLUNDERBUSSES have been relegated to the 
discard by rifle fire. Through the Prospect 
Survey of the American Central, life insurance 
salesmen enjoy a standard of quality production 
that is a result of precise selection plus unique 
sales service from the Home Office. 
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continues and the companies continue 
to write on the same basis as at present, 
some of them will be forced out of busi- 
ness within five years. The unfavor- 
able experience on health and accident 
business was also assigned as the rea- 
son for the action taken by a number 
of companies in seeking to limit their 
production along that line and devoting 
greater attention to life insurance. 


Two Addresses on Claims Topics 


The claim question was the topic of 
two addresses given at the second day’s 
session. K. E. Yates, manager of the 
claim department of the Empire Life & 
Accident, who took the place on the pro- 
gram orignally assigned to C. S. Drake 
of that company, spoke on “Claims and 
Their Relation to the Business,” out- 
lining in some detail the methods fol- 
lowed by his company, under which it 
has been able to secure a marked re- 
duction in claim ratio 

George S. Galloway, who operates an 
independent investigation bureau in Chi- 
cago, speaking on “Claim Adjustments,” 
told of the central clearing house plan 
adopted in Chicago by the automobile 
finance companies for the investigation 
of applicants for credit on automobile 
purchases and suggested that a similar 


plan might be used with success in 
checking up industrial accident and 
health claims, on which an immediate 


report is necessary because of the fact 
each weck’s disability constitutes a sep- 
arate transaction. He said that very 
often there are five or six adjusters or 
investigators going to the same house 
to see the same claimant. By central- 
izing the work in one bureau it would 
be possible to eliminate much expense 
and at the same time get a better check 
on malingering and over-insurance. 
Round Table Session Interesting 


Claim questions also took a prominent 
place in the round table session which 
closed the meeting and which proved to 
be one of the most interesting features 
of the entire convention. President 
B. L. Tatman called upon all members 
in attendance at that session, taking 
them just as they were seated in the 
convention hall, to tell what they had 
on their minds. It was held by several 
of those who spoke at that session that 
one of the big factors in promoting 
claims was the practice followed by a 
majority of the companies in the con- 
ference in putting a claim blank into the 
policyholder’s hands along with the pol- 
icy. This was characterized as simply 
calling to the policyholder’s attention 
the possibilities for the making of a 
claim. One case was cited where four 
of these claim blanks were found in 
one family, already filled out by the 
physician and dated seven days apart. 


Would Discontinue Practice 


It was strongly urged by several com- 
pany executives that this practice be 
discontinued and that the policyholder 
be supplied merely with a notification 
blank, upon receipt of which the claim 
blank would be furnished. It was 
pointed out, however, that it would be 
necessary to call in the outstanding 
claim blanks in order to make such a 
change effective. Some effort was made 
to commit the conference definitely at 
this time on that question. President 
Tatman held, however, that the refer- 
ence of the whole claim matter to the 
good of the conference committee in- 
cluded that suggestion as well as others 
that had been advanced. He urged, how- 
ever, that steps be taken at once through 
cooperation of company managers or su- 
perintendents to try it out in some of 
the larger cities, suggesting that the 
experience gained in that way would 
be of great value in deciding whether 
or not it should be adopted more gen- 
erally. 

Stress Reduction of Expense 


In connection with claims arising in 
localities where the company involved 
does not have a debit, it was suggested 
that it would be of great value for all 
companies to have a list of the managers 





of other companies at various points, so 
that such claims couid be referred to 
them. 

The necessity for cutting down the ex- 
pense ratio and exercising greater econ- 
omy all along the line was also stressed 
at that session, and as a result of those 
discussions, the matter of acquisition 
cost and general expense was also re- 
ferred to the good of the conference 
committee, for a report at the next 
meeting. 

Building Ordinary Business 


The only formal address at the last 
session was that by A. B. Upshur of the 
Home Beneficial, whose topic was “Ob- 
servations Upon Ordinary Business.” 
He referred to the difficulties encoun- 
tered in building up ordinary life busi- 
ness on industrial debit and urged that 
some form of sales stimulus be kept 
constantly going out to the agents, 
rather than allowing their production to 
be on a haphazard basis. He suggested 
that the size of the debit be taken into 
consideration in fixing a quota for or- 
dinary, and that it would not be fair to 
expect as big a production of ordinary 
from the agent who had a particularly 
large industrial debit to look after. 
From the company standpoint, he ad- 
vised that the company just starting 
the writing of ordinary business should 
make its retention very small for the 
first few years, outlining the various 
reinsurance plans available. 

. W. Blevins of the Interstate Life 
& Accident established his reputation 
as an orator even more firmly with his 
address on “Flimflam” at the second 
day’s session. P. W. Jones, secretary- 
treasurer of the Bankers Health & Life, 
read the paper prepared by P. L. Hay 
of that company, who was unable to 
be present, on “Cooperation on the 
Debit.” 

Golf Awards Made at Banquet 


At the annual banquet the speakers 
were Lawrence McDaniel, St. Louis 
attorney, well known as an after din- 
ner speaker, and Raymund Daniel of the 
“Insurance Field,” who presented the 
golf awards. The cross fire which the 
two speakers directed at each other 
kept the crowd in a roar of laughter. 
Musical numbers were given by P. 
Jones, secretary-treasurer of the Bank- 
ers Health & Life of Macon, Ga., and 
several vrofessional entertainers. The 
golf awards were as follows: Confer- 
ence cup, P. W. Jones, Bankers Health 
& Life; runner-up cup, offered by the 
Retail Credit of Atlanta, K. E. Yates, 
Empire Life & Accident, Indianapolis; 
Raymund Daniel trophy, W. A. Lathrop, 
Southern Life & Health, Birmingham; 
low gross cup, Z. T. Miller, Washing- 
ton Fidelity National, Chicago 

New President Active Worker 

R. Leal, secretary and actuary of 
the Interstate Life & Accident of Chatta- 
nooga, who was elected president for 
the coming year, has long been one of 
the most active workers in the con- 
ference. He has served as chairman 
of the executive committee for the past 
year and his advancement to the presi- 
dency is in accordance with the custom 
of the organization. George R. Kendall, 
president of the Washington Fidelity 
National of Chicago, was made chair- 
man of the executive committee and is 
thus in line to succeed Mr. Leal in the 
presidency. 

Selection of the next meeting place 
was left to the executive committee. 
Representatives of the Chicago companies 
strongly urged the selection of that city. 

The conference decided to continue 
its institutional advertising program and 
voted an appropriation of $1,000 for that 
purpose. 

The American Bankers of Chicago, 
Lincoln Health & Accident of Okla- 
homa City, and the People’s Life & Ac- 
cident of St. Louis were admitted to 
membership. An application for mem- 
bership from the Southern Insurance 
Company of Nashville is pending. 
Twenty-five of the 30 companies in the 
conference, including the three new 
members, were represented at the meet- 


ing. 
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AN OLD POLICY HOLDER IS THE BEST PROSPECT 








WE WANT INSURANCE MEN 


who have the ability to take a territory and develop it. Better policies and 
service to sell and we will pay you for selling them. We will give you a 
Super Generous Contract with real first year commissions. 





RENEWALS NON FORFEITABLE 









INSURANCE COMPANY 
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NYLIC INCENTIVES and AIDS TO SUCCESS 
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They Talk the Same 
Language... 


wun Wu Wee Wee 
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q Nothing contributes more to the development of ‘ 
efficiency in any organization which appeals to ‘$ 
the public, than a clear understanding between rep- ‘e 
resentatives in the field and Home Office Executives. i 
q In a life insurance company, the Home Office must 2 
1 know the agent’s problems, if they are to be dealt Re 
with fairly and effectively. "e 
I Nylic Agents have no difficulty in making their . 
field problems understood at the Home Office. tS 
q And this is not strange; for the majority of the s 
Executive Officers, including the President, have Ss 
had practical experience in field and Branch Office e 
work. © 
q So they “talk the same language”—field men and i 
executives alike. And you don’t hear Nylic %® 
Agents saying, “Our officers can’t get the agent’s fe 
point of view because they have never had field ex- ® 
perience.” 'e 
q Common experience begets mutual understanding i 
which in turn begets confidence; and confidence % 
begets strength. "e 
¢ There is probably no life insurance company be- : 
tween whose Field and Home Office there exists a e 


more frank and cordial relationship, due largely, no 
doubt, to this sympathetic bond of common experi- 
ence. 
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Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy? 
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New Home Office Building now being erected 
we the site of the famous old 
Medison Square Garden 
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NEW YORK LIFE INSURANCE COMPANY 


DARWIN P. KINGSLEY, President 3 
346 BROADWAY, NEW YORK is 
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Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


WE ISSUE 
STANDARD ORDINARY AND INDUSTRIAL POLICIES 


J. C. MAGINNIS, President J. N. WARFIELD., Jr., Secretary-Treasurer 
J. BARRY MAHOOL, Vice-President DR. EDWARD NOVAK, Medical Director 














Do your fellow agent a good turn—get him acquainted with 
The National Underwriter, the real insurance newspaper. 
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WISCONSIN INSURANCE 
DAY MEETING IS HELD 


Papers on Subjects Important to 
Entire Business Are 
Presented 


ATTENDANCE IS HEAVY 


Darby A. Day and E. J. Dunn, Both of 
Chicago, Represent Life Insurance 
on Program 


27.—Wiscon- 


MILWAUKEE, Oct. 
sin’s second annual Insurance Day re- 


corded an attendance of about 400, tar 


surpassing that of last year. There were 
more than 500 at the banquet Wednes- 


day night. 

Carl E. Hilbert, general chairman for 
Wisconsin Insurance Day, was unable 
to be present on account of serious ill- 
ness and E, A. Piepenbrink, president 
of the Insurance Federation of Wiscon- 
sin, presided at both the morning and 
aiternoon sessions. 


Freedy Discusses Supervision 


Milton A. Freedy, insurance commis- 
sioner of Wisconsin, welcomed the visi- 
tors. He said that American insurance 
stands on the threshold of a_ future 
greatness far exceeding that of the past 
and present and to that end supervision 
in all earnestness and sincerity offers 
and extends a helping hand. 

“The honest company,” he - said, 
“asks and requires little of insurance 
supervision. The honest agents welcome 
honest supervision and are the builders 
of successful companies. I urge you so 
to conduct your business as to inspire 
greater confidence and bring about a 
better understanding on the part of the 
insuring public of the real purpose and 
necessity of insurance as_ supplying 
every need, to the end that there may 
be eventually dissipated in the minds 
of legislators the thought that it is nec- 
essary for the state to engage in a busi- 
ness that can best be conducted by 
private interests, where, in my judgment, 
it rightfully belongs.” 

Day Pictures Life Insurance 


Life insurance was represented on the 
program by Darby A. Day, Chicago 
general agent for the Union Central 
Life, and FE. J. Dunn, vice-president of 
the National Fraternal Congress and 
president of the Loyal American Life 
Association. Mr. Day painted a vast 
picture of the life insurance business by 
comparing it with other forms of busi- 
ness and what the insurance in force in 
this country amounts to. He said the 
life companies are the only business 
firms which do not have frozen assets 
on their financial statements, as state 
laws do not permit them to have any 
kinds of assets except negotiable and 
current ones. 

Life insurance ‘may be in competition 
with every commodity and luxury but 
Mr. Day said the life insurance men get 
some of the money the consumer has left 
after buying many other things. There 
is more cooperation from outside sources 
in selling insurance than any other busi- 
ness, he pointed out. He pleaded with 
agents not to take on a life insurance 
line just to have something to add to the 
lines already in their offices, but to 
become specialists in the business, de- 
vote themselves entirely to it and sell 
the people life insurance because they 
ned it. 

Why Fraternals Lost Lead 


Fraternal beneficiary societies lost the 
lead they had over commercial compa- 
nies in the early 90s because they over- 
looked the law of mortality, Mr. Dunn 





told the insurance men. He said that 
the founders of commercial companies 
recognized or were forced to recognize 
the necessity of mortality tables as the 
basis for premium rates, but the Amer- 
ican societies were ignorant of them 
and also of the reformation the similar 
English societies had gone through, 
The open contract of the American so- 
cieties aided in keeping them solvent 
and they now have brought themselves 
into harmony with the mortality tables. 

“Up to the present hour all of our 
insurance institutions combined have 
merely scratched the surface,” he said. 
“Manifestly there is room for all of our 
institutions. We need a great deal more 
of straightforward work. We also need 
a great deal less of backbiting, stabbing 
beneath the fifth rib, and throatcutting, 
which only injures the cause of insur- 
ance in the long run and every insti- 
tution engaged in it.” 

Good Speakers on Program 

Othere speakers on the regular pro- 
gram were W. L. Mooney of the Aetna 
Life, representing the casualty interests: 
J. W. Longnecker, advertising manager 
Hartford Fire, and R. E. Vernor of 
the Western Actuarial Bureau, Chicago, 
for the fire companies and H. P. Janisch 
of Chicago for the mutual interests 

Charles H. Burras, Chicago, president 
National Association of Casualty & 
Surety Agents, was toastmaster at the 
banquet. Speakers included Frank M. 
Chandler, vice-pesident New York In- 
demnity, father of Insurance Day; Clar- 
ence W. Hobbs, former insurance com- 
missioner of Massachusetts, and J. 
Adam Bede, former congressman from 
Minnesota. 

Federation Elects Officers 

The annual election of the Insurance 
Federation of Wisconsin was held in con- 
nection with Wisconsin Insurance Day 
John A. Keelan, agency superintendent 
of the Time of Milwaukee, was elected 
president to succeed E. A. Piepenbrink, 
Wisconsin Mutual Liability: Mrs. John 
West of West, Nevitt & Co., Oshkosh, 
reelected secretary; Walter W. Belson, 
reelected executive secretary and also 
treasurer. Vice-presidents are: William 
J. Tucker, Oshkosh; Theodore Her- 
fuerth, Madison; F. J. Lewis, George 
H. Russell Co., Milwaukee: George A. 
Jacobs, Janesville; M. J. Cleary, vice- 
president Northwestern Mutual Life, 
H. J. Hagge, Employers Mutual In- 
demnity, Wausau. Thirty-six new di- 
rectors were also elected, representing 
every section of Wisconsin 


COURSE IS ALMOST COMPLETE 


New York Insurance Society Plans 
Comprehensive Study of Business 
for Next School Year 


NEW YORK, Oct. 27.—The new liie 
insurance course of the New York In- 
surance Sgciety, which has been pre- 
scribed by the Insurance Institute of 
America, will probably be ready by the 
first of the year, according to President 
Henry Moir of the United States Life 
and Edward R. Hardy, secretary of the 
society, who are arranging for instruc- 
tors and the necessary equipment. 

As outlined, the course will offer 
struction in corporations, their ftorma- 
tion, powers and limitations; life insur- 
ance companies, old line, assessment 
and fraternal; scientific basis of old 
line insurance: tables of mortality; dif- 
ferent types of insurance: special fea- 
tures such as disability and accident 
benefits and settlement options: partici- 
pating and non-participating insurance; 
reserves and surrender values; selection 
of risks; office organization and routine: 
official supervision and annual state- 
ments. 


In- 


Biggest in Guardian History 
The new business issued by the Guar- 
dian Life the third quarter of 1927 ex- 
ceeded that of the same three months 
in any previous year of the company’s 
history. 

















LIFE EDITION 9 


Trust ComPANIES AND BANKS 


A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance Sempre. and in handling other estate problems. 
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MARYLAND NEW YORK 


| \S ‘ r | “I'll Make Assurance Double Sure” 


MARYLAND | | 
TRUST COM ) 


Northwest. Corner \W— 
Calvert and Redwood Streets l 
BALTIMORE | 


Vice President and Trust Officer | I 
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AN 
: the additional safeguard. \ 
YOU CREATE—WE CONSERVE. 


CALIFORNIA TRUST CO. 


Entire 3rd Floor 629 So. Spring St. 
LOS ANGELES 
“The Trust Company of the 
California Bank Group” 


MASSACHUSETTS 


| New England’s 
Largest Corporate Fiduciary 


An explanation of the advantages of the 
life insurance trust. Send for a copy. 


| THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 
37 Wall Street 










Robe rteon Griswold 














ILLINOIS 





| CHARTERED 1822 


THE FARMERS’ LOAN 








C= $2,000,000 Special Reserve Fund 


protects beneficiaries of life insur- 


ance trusts from loss on interest bearing Indiv idual Trusts $133,000,000 AND TR ST 
securities of our selection ean ome roncyiinensngaataamaea 


NEW YORK 


Brings to the duties of Administrator, Exec- 
utor, Trustee, Guardian and Custodian 
the experience of more than a century. 


The nature and extent of this under- 
taking are set forth in a declaration of 
trust available on request. 

CHICAGO TITLE & 
TRUST COMPANY 


TRUST DEP4RTMENT 


OL_p GOLONY 


Trust ComMPANy | 















































MINNESOTA | 


b= Company is glad to codperate inypar- 
GD 


tially with all insurance representatives 
™“ 
Guaranty Trust Company 
Charles V. Smith, Vice President and Trust Officer 
Excerpt from an article by | 


on any practical basis for the promotion of 
| @ prominent underwriter. C. E. Drake, M. K. Mark, Assistant Trust Officers of New York 


life insurance trust business. 
| 140 Broadway 














" HE underwriter whocan | 
be swung over to the | 
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The Oldest and Largest 
Trust Company in the 


trust company form of ad- Northwest 


ministration will double his 
business.” 

















First Trust andSavings Bank | || THE MINNESOTA LOAN&TRUSTCO || | 
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| March 18, 1891, is the date | | THE CHASE NATIONAL BANK | 

of the first Insurance Trust OF THE — = NEW YORK | 

Agreement drawn by us. oan etn } 


VICE PRESIDENTS 


H Reeve Schley 
| THE NORTHERN TRUST OFFICER 
Howard F. Walsh George J. Runge 
Frederick Pintard 
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We have a sympathetic understanding 
of the life underwriter’s problems. 


George E. Warren 





Central National Bank 
of Cleveland 


George A. Kinney 
| TRUST COMPANY 
| George L. Pierce Oliver B. Hill 


| 
ASSISTANT TRUST OFFICERS 
CHICAGO | || Edward S. Dix Vincent L. Banker 
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THE 
PEOPLES TRUST AND SAVINGS 
BANK OF CHICAGO 


MICHIGAN BOULEVARD at WASHINGTON STREET 
CHICAGO 


Earle H. Reynolds 


R. B. Uphem 
PRESIDENT VICE-PRESIDENT 


Floyd B. Weakly 
SECRETARY & TRUST OFFICER 





Life Insurance Trusts and Estate Problems are 
today of vital interest to every life insurance 
man. The National Underwriter takes great 
pleasure, therefore, in presenting to its readers 
this new listing of responsible financial institu- 
tions which are particularly well equipped to 


render valuable service to the life insurance man_ || 


dealing with Life Insurance Trust and other 
Estate Problems. 
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Trust 1s Safe, 
Economical 
and 
Convenient 





Girard Trust Company 


Broad and Chestnut Streets, Philadelphia 
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“The Finest I’ve 
Ever Seen!” 


That’s what one of our most successful General 
Agents had to say about the Pan-American’s Sure- 
Way Protection Policy. Below is a brief summary 
of the benefits provided under this Life, Accident 
and Health contract of insurance. 


For: We Pay: 

Death by ordinary causes..... .$ 5,000.00 

Death by accident......... ..+- 12,500.00 

Death by “special” accident. ... 20,000.00 

Total disability by accident..... 25.00 ge, woe 
Partial disability by accident.... 12.50 "week. 
Total disability by sickness..... oe week, 
Partial disability by sickness.... 12.50) "weeks 


*Weekly Indemnity doubled if disability is caused by 
“special” accidents. 


‘OTHER BENEFITS: 


Cash values beginning third year; Liberal lump 
sum settlements for loss of limbs, sight, speech or 
hearing as a result of an accident; Surgical Opera- 
tion Benefits; Hospital Fees; Medical Attendance 
Indemnity, Etc. 


DEPOSIT, Age 30: $143.85 


The Sure-Way Protection Policy is only one of 
the many “easy-to-sell” policies we place in the 
hands of our Agency Organization. 


We have some unusually good territory for 
proven producers and organizers who are presently 
unattached. 


PAN - AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U.S. A. 


E. G. Simmons 
Vice-President and General Manager 


Crawford H. Ellis, 
President 




















| INSURANCE INSTITUTE 


| Speakers Make Progressive Comments, 


| America was held here this week at a 


OF AMERICA MEETS | 





O. E. LANE IS NEW PRESIDENT | 





Reports—Increase in Membership 
Made Last Year 





NEW YORK, Oct. 26.—The annual 
meeting of the Insurance Institute of 


luncheon attended by more than 120 
members and delgates. As toastmaster, 
President Edson S. Lott introduced the 
speakers, Frederick Richardson, United 
States manager of the General Accident; 
Superintendent James A. Beha; Presi- 
dent Henry Moir of the United States 
Life, and R. Y. Sketch, president of 
the Chartered Insurance Institute of 
Great Britain, who expressed that or- 
ganization’s desire to cooperate with 
the I. I. A. in every way. 

In a witty address Mr. Richardson 
declared that the I. I. A. is making 
progress in insisting on honest crafts- 
manship and passing on valuable tech- 
nical knowledge learned in the school 
of experience. 

In his remarks Superintendent Beha 
said that the greatest problem in the 





| business is the intelligent handling of | 


insurance needs by both agents and | 
executives in order not only to give real | 


| protection but also to gain the ever- 


lasting good will of the insuring public. 

Characterizing life insurance as the | 
latest but greatest development of the | 
insurance principle, President Henry | 
Moir of the United States Life out- | 
lined its unique work in modern civili- | 
zation by teaching thrift in its highest | 
and most beneficent form. Its most | 


! . . 
| outstandng feature is its development 


i disability coverage, which protects 
agaist a more tragic thing than death, 
the inability of the living to carn a 
livlihood because of sickness or accident. 

In his annual report Secretary-Treas- 
urer E. R. Hardy stated that the insti- 
tute now has 174 corporate member- 
ships, an increase of 66 during the past 
year. It has 348 fellows, 81 associate 


| fellows and 21 affiliated insurance socie- 


ties. 

At the conclusion of the meeting a 
resolution was unanimously passed to 
appoint a committee to draw up a testi- 
monial memorial in honor of the late 
W. G. Falconer, president of the Phoe- 
nix Indemnity, who made valuable con- 
tributions to the work of the association. 

For the ensuing year the following 
officers were elected: President, Otho 
E. Lane, President, Niagara Life; vice- 
presidents, Henry Moir, president 
United States Life, and Charles R. 
Pitcher, assistant manager Royal; sec- 
retary-treasurer, E. R. Hardy, reelected, 
assistant manager, New York Fire Ex- 
change. An amendment was passed 
increasing the number on the board of 
governors from 15 to 21. For a one- 
year term were elected: Charles R. 
Tuttle, western manager North Amer- 
ica; Percy J. Perry, Seattle, and Geo. 
D. Markham, St. Louis. For the two- 
year term: E. M. Allen, vice-president 
National Surety; George I. Cochran, 
president Pacific Mutual Life; James 
W. Henry, Pittsburgh general agent, 
and James Wyper, vice-president Hart- 
ford Fire. For three-year term: H. G. B. 
Alexander, president Continental Cas- 
ualty; James V. Barry, vice-president 
Metropolitan Life; Charles A. Bicker- 
taff. southern manager Fireman’s Fund: 
Walton L. Crocker, president John 
Hancock Mutual Life; Cornelius Eldert, 
president Atlantic Mutual Marine; J. B. 
Levison, president Fireman’s Fund, and 
Victor Roth, president Security of New 
Haven. 








Splendid 


Kentucky. 
knowledge of territory. 
rangement. 


for Supervisor 
Indiana and Kentucky 


A rapidly growing middle west company has 
exceptional opening for a man who can handle 
present agencies in Indiana and Kentucky—and 
who can develop new General Agencies. Head- 
quarters, Indianapolis, Indiana or Louisville, 
Age 30 to 45, with experience and 


Reply in strict confidence. Ad- 
dress C-33 care of The National Underwriter. 


Opening 


Salary and bonus ar- 



































connection at once. 


managers to get results. 





Supervisor or Assistant 
Superintendent 


Man with eight years’ experience as personal 
producer, state supervisor, agency manager and 
home office supervisor now free to make new 
He is exceptionally well 
qualified in training and inspiring men and 


The National Underwriter. 








Address C-38, care of 
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IMPORTANCE OF SICKNESS 
IN INDUSTRY IS SHOWN 


DR. HOFFMAN WAS SPEAKER 


Prudential Statistician Suggests New 
Developments—Sees Extension of 
Compensation Coverage 


ST. LOUIS, Oct. 26.—Stressing the 
importance of sickness in industry in 
his address before the annual meeting 
of the Industrial Insurers Conference 
here last week, Dr. Frederick L. Hoff- 
man, consulting statistician of the Pru- 
dential, expressed the opinion that there 
will come about a wide extension of 
workmen’s compensation in this connec- 
tion, principally for industrial diseases 
which are in most states limited to a 
few scheduled diseases, excluding some 
of the most important industrial affec- 
tions. 

Dr. Hoffman pointed out that the in- 
terest of industrial leaders has been 
drawn to the matter of occupational dis- 
ability largely as a result of the adoption 
of compulsory compensation laws. He 
said that industry has become the out- 
standing interest in America and that 
industrial disability has thus become one 
of the important interests of industrial 
leaders and hence insurance companies. 
He pointed out that while much prog- 
ress has been made in connection with 
occupational disability, there has been 
little progress made in connection with 
sickness, not directly connected with the 
occupation, yet affecting the labor fac- 
tor. Disability of any form, whether 
originating within the occupation or not, 
is costly to the employer and for this 
reason, if no other, is beginning to re- 
ceive attention. In the case of office 
workers, there is probably a majority of 
the employers who provide for even 
nonoccupational sicknesses. This is not 
the case in industry, however. 


Sees Compensation Extension 


It was in this connection that Dr. 
Hoffman expressed the opinion that 
workmen’s compensation insurance will 
in time extend its scope in the field of 
industrial disease. Dr. Hoffman did not 
favor state disability insurance, which 
was adopted as an experiment in some 
foreign companies, but he does believe 
that the attention of industrial leaders 
and insurance companies should be fo- 
cused upon the matter of sickness in 
industry. He presented some definite 
suggestions in this connection. He said 
that it was essential that every possible 
means of health education be used among 
industrial workers. An educational cam- 
paign to present to them the hazards 
before them, not only in their work, but 
outside, has been found productive of 
results. 

Especially is this true in connection 
with personal hygiene, for many sick- 
nesses are the indirect result of the 
occupation, directly the result of an in- 
efficient personal program. Thus the 
emplovers who endeavor to properly di- 
rect their employes in this connection 
are rendering a great service. As an ex- 
ample, an employe who works in a 
standing position should have definite 
periods of rest and relaxation and in 
these periods should be seated. On the 
contrary, workers who are seated at their 
task should. during the periods of rest 
and relaxation, stand and walk about. 
The same should be true of the outside 
time and a health program should be 
advocated whenever possible. Mental as 
well as phvsical health should be closely 
watched, Furthermore, the health fac- 
tor should be related to the particular 
occupation of the emplove, as general 
health conditions vary with various oc- 
cupations. Thus, the industrial physician 
is the logical one to direct such endeav- 
ors. Dr. Hoffman said that a_ vast 
responsibility thus rests upon the em- 
ployer and fortunately this responsibil- 
ity has been assumed on countless 
occasions and now bids fair to hecome 
an important factor in industrial man- 
agement. 
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JAMES W. STEVENS, Founder 










The Ideal 
Agency Officer 


HE ideal agency officer is one who knows his 
company from the ground up—thcroughly knows 
and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken. 










He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none. 








He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in- 
telligently on all the multitude of big and petty prob- 
lems and disputes which are forever coming up in an 
active agency organization. 









He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing. 







He must be intimately acquainted, but not grossly 
familiar, with his agents. 


He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
lack of success, and so constituted temperamentally as 
to be burdened without irritation with the thousanc 
and one little complaints and troubles of the men 
who compose the agency urganization. 










In brief, the successful bead of an agency depart- 
ment is the “Little Father” of the organization, and 
upon his patience, forbearance and good counsel, and 
the degree of respect and confidence he enjoys of the 
men under him, depends the success and the strength 
of the producing force. 








From address of R. W. Stevens, President 
INimois Life Insurance Co., Before Life 
Agency Officers Association, Chicago 
November, 1925. 





Illinois Life Insurance Co. 


CHICAGO 
James W. Stevens, Founder 


Greatest Illinois Company 
1212 LAKE SHORE DRIVE 
The Illinois Life is The Dean of the Illinois Legal Reserve Companies 




















In Ohio 


Some choice territory is still open for 
live, wide-awake men of ability. 


Real Old-Time, Life-Time General 
Agency Contract, with liberal first 
year commissions, and Non-For- 
feitable Renewals available. 


We stand squarely back of our agents at 
all times. It is our attitude that 
whatever is best for the producing 
agent is also best for the company. 


Our policies are fair and liberal, the net 
cost on a low, competitive basis. All 
Standard Policies are written, with 
or without Total and Permanent 
Disability, Premium Waiver and 
Double Indemnity. 


Thirty-two years’ experience with 
Monthly Premiums has taught us 
that installment buying is here to 
stay. Our $1.00 a Month Policy 
gets the business where other plans 

fail. Why not investigate? 


Serve and Succeed With the 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 


For information regarding territory in Ohio and com- 
missions, call on or write to MOFFITT AND BUCK, 
General Agents for the State of Ohio, Suite 1107—308 
Euclid Avenue Building, Cleveland, Ohio. 
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REPORTS GREAT STRIDES 
BEING MADE IN ORIENT 


TELLS CONDITIONS IN JAPAN 


Director of Chiyoda Mutual Life of 
Tokio Makes Study of American 
Life Insurance Methods 


S. Doi, a director of the Chiyoda 
Mutual Life of Tokio, and one of his 
two secretaries, were interested listeners 
at the Memphis convention of the Na- 
tional Association of Life Underwriters. 
Mr. Doi has been in this country over 
two months, making an investigation of 
American insurance methods. He said 
that insurance, and particularly life in- 
surance, was making very rapid strides 
in Japan. Explaining that the purchasing 
value of a yen in Japan is approximately 
equal to the purchasing value of a dollar 
in this country, he stated that there is 
now in force in Japan six billion yen of 
life insurance. The Chiyoda Mutual Life 
was organized 23 years ago and now has 
500,000,000 ven of insurance in force. It 
has made the greatest progress during 
the last five or ten years. Its assets to- 
day total 70,000,000 yen. Mr. Doi is 
nead of the sales department of the com- 
pany and is taking back with him a 
great mass of information on American 
selling methods and plans. 

The oldest life insurance company in 
Japan was organized only 50 years ago. 
The field in Japan is now «occupied 
almost exclusively by the Japanese com- 
panies. All of the English and Ameri- 
can companies have left. Only the Sun 
Life of Canada of the outside com- 
panies remains to do business in Japan. 
Agents are paid about 35 percent of the 
first year’s commissions and get no re- 
newal commissions. They are paid how- 
ever partly on the basis of salary and 
partly on the commission basis. Most 
of the agents in Japan give their entire 
time to a single line of insurance, as 
there are very few agents selling mul- 
tiple lines. Japan has about five insur- 
ance journals and Mr. Doi admitted that 
he was somewhat bewildered at the num- 
ber of insurance journals in the United 
States. 


C. F. Troupe Wounded 


Calvin F. Troupe, a representative for 
the past 40 years of the Mutual Life of 
New York and one of the best-known 
insurance men in Baltimore, seriously 
wounded himself Thursday night in a 
suicide attempt after the accidental kill- 
ing of his wife with a bullet from the 
revolver with which he shot himself in 
the head at his home in Catonsville, 
Md. Mrs. Troupe was killed while at- 
tempting to wrest the pistol from her 
husband’s hand. Mr. Troupe had been 
confined to his home for some time 
suffering from a nervous breakdown 
and is believed to have been temporarily 
insane at the time he attempted to take 
his life. 


Taggart’s New Ruling 


Commissioner Taggart of Pennsyl- 
vania has sent a ruling to life compa- 
nies to the effect that a company can 
not change a policy to one of lower 
premium rate and date it back. He 
thus forbids a company to adjust a 
policy for one of its policyholders. It 
opens the way for twisters to work on 
policyholders. 


Beha Names Committee 


Members of the special committee to 
draw up a blank form covering the de- 
tails of group expenses which is to be 
included in the annual reports of life 
companies were named last week by 
James A. Beha, New York insurance 
superintendent, as follows: B. D. Flynn, 
Travelers; James F. Little, Prudential; 
E. E. Cammack, Aetna Life; Merwin 
Davis, Equitable Life of New York. 
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FEAR INTERESTS FROM 
U. S. MAY GET CONTROL 


BOOM IN CANADIAN STOCKS 


Increased Market for Insurance Com- 
pany Shares Causes Some 
Apprehension 


Canadian insurance stocks have been 
the center of, interest in the past few 
weeks in American and Canadian finan- 
cial circles, the prices having risen 
sharply on these issues and the demand 
for them having grown rapidly. There 
has been a heavy purchase of the Cana- 
dian shares by American investors and 
the increased demand has shot the mar- 
ket upward. As an example, the bid 
prices on the Sun Life of Canada have 
jumped from $560 to $1,975 since the 
first of the year and Caanda Life shares 
have risen from $600 to $1,150, Manu- 
facturers Life rising from $135 to $500 
On smaller companies the rise has been 
smaller, but there has been a consider- 
able increase throughout the Canadian 
market. Some apprehension has been 
voiced among the Canadian underwrit- 
ers over the movement, as they fear it 
may lead to a shifting of control to 
American interests. It is not known to 
what extent American insurance invest- 
ors have been participating in this, 
though it is not believed entirely the re- 
sult of general market purchases. 

T. B. Macaulay, president of the Sun 
Life, comments on this, pointing to the 
dangers in the tendency and going so 
far as to express the hope that Parlia- 
ment would pass a measure to curtail 
such speculations in the stock of any life 
company. He states that it is not in the 
public interest for such corporations to 
become playthings of speculators. 





EFFECT OF NEW RULING ON 
DEFERRED PAYMENT COVER 


NEW YORK, Oct. 27.—The recent 
ruling of Superintendent Beha holding 
it unlawful for real estate development 
companies to issue contracts waiving de- 
ferred payments under their obligations 
in the event of the death or disability of 
the purchaser does not, it is understood, 
apply where a separate policy is issued 
direct to the purchaser by the life insur- 
ance company, but only where the real 
estate concern grants the indemnity, 
thus, under the ruling of Mr. Beha, 
transacting an insurance business. A 
number of large industrial corporations 
selling goods on the deferred payment 
plan have contracted with life and cas- 
ualty companies to supply the indemnity 
feature, and where the policies are issued 
direct to purchasers no criticism at- 
taches. 

One of the giant industrial concerns 
of the east made an arrangement 
recently with a local casualty company 
to assume liability for losses occasioned 
by either accidental injury or illness, 
beyond an agreed figure; in other words, 
to afford excess coverage, the primary 
liability being carried by the selling con- 
cern. This was held to be in violation 
of the New York statute, and partici- 
pants in the agreement were notified to 
that effect. 


J. A. Campbell Opens Office 


Ralph K. Hubbard, resident  vice- 
president of the Western Union Life. 
assisted by Resident Secretary Vincent 
W. Edmondson and John A. Campbell, 
newly appointed general agent in New 
York City of the company, held a re- 
ception for friends, general agents and 
brokers on Wednesday when they took 
formal possession of their new offices in 
the Graybar building, uptown. 





J. F. Van Slooten, general agent of 
the Penn Mutual at Los Angeles, re- 
moved his office last week to the new 
Security Title Insurance building 
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BIG ADVANCE RECORDED 
IN PAST THREE MONTHS | 


courany sow coorans|| ROYAL UNION LIFE 
ea eee | INSURANCE COMPANY 


Departments 


Geass DES MOINES, IOWA 


MILWAUKEE, Oct. 27.—The North- 
western Mutual Life had $3,451,667,340 
total insurance in force on Sept. 30, ac- 
cording to a report given at the quar- 
terly meeting of the trustees of the | 
company at the home office last week. 
This was represented by 953,802 policies. 

[he paid-for insuranee for the first 
nine months of 1927 amounted to $255,- 
597,185, represented by 54,899 policies, 
and the premiums received exceeded 
those of the same period of 1926 by 
more than $4,000,000. Death claims 
paid for the three-quarters of the year 
amounted to more than $22,000,000, an 
increase of more than $1,900,000 over 
the same three-quarters of last vear. 




















‘«Seeing 
John and Mary 
Through’”’ 





One of our agents—Mr. A. W. 
Tolg—has just written a most 
remarkable paper telling how he 
helps parents provide an Educa- 
tional Fund for their children 
through the medium of our 
Juvenile Policies. 





Dividend Payments Increase 


Policyholders were paid approximately 
$24,000,000 in dividends, an increase of 
more than $1,800,000 over 1926, and the 
total payments to policyholders for the 
period amounted to $62,000,000, an ex- 
cess over 1926 of $5,489,200. 

Investments of the company on Sept. 
30 included: Mortgage loans, $335,780,- 
158; United States and other bonds, 
$280,203,868; policy loans, $113,734,572. 
The gross assets of the company were 
$770,010,540, exceeding by $51,888,400 
the gross assets of the same date a year 





Our Juvenile Policies are written 
from age 1 day old up to nearest 
9 years. 


If you are at all interested in 
the tremendous possibilities of 
the juvenile field we will be 
pleased, merely upon your re- 








ago. . 
a quest,to send you a reprint of 
Celebrate 35th Anniversary Agent Tolg’s illuminating arti- 
n celebration of the 35th annivers - ; — cle— “Seeing John and Mar 
In celebratic n of the Sth anniversary Royal Union Life Building e g J y 
of the Indiana state agency of the John 2 é : Through. 
‘ Hancock Mutual Life, about 50 of the Cor. Seventh and Grand Ave., 


Des Moines, lowa 


company’s representatives met in Indian- 
apolis last week. George A. Adsit, head 
of the educational department of the 
company, was present from the home 
office and conducted the meetings. Dan 


W. Flinckinger was toastmaster at a ban- 


quet Saturday noon. Prizes were given 

to Omar Hayes and Thurman Markle, A MPAN x 
winners of the 35th anniversary contest, 

which the agency held this summer. Mr. 
Hayes received a silver loving cup and 

Mr. Markle a golf bag and clubs. Special A. C. TUCKER, President 
honor was conferred on E. E. Flickinger, 


who organized the Indiana state agency 
35 years ago. | om << 
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Making Good 


Leaders Club Membership 
for 1926-27 is 25% greater 
than in any previous year 
in our history. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


HARTFORD 
1846 Over 80 years in Business 1927 
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Darby A. Day and Co-operation 


AN OPPORTUNITY TO SHARE IN THE BUILDING 
AND IN THE PROFITS OF THE WORLD’S 
GREATEST LIFE INSURANCE AGENCY 


OUR PLAN 


Management of the Agency to be in the hands of a Board of 
Directors consisting of eight agents and the executive manage- 
ment of the Agency. 

A general manager, assistant managers, statistician, librarian 
and several instructors of agents. 

A cooperative basis of profit-sharring in which the Agency 
Force will participate in 40% of the profits of the Agency. 
The first opportunity ever offered for an Agency Force to share 
in General Agency profits. 


OUR PLANT 


Entire 23rd floor of the new Bankers Building, corner of Clark 
and Adams Streets. 
17,000 square feet. 
40 private rooms for agents. 
A reception hall. 
A library in which every insurance publication in the 
United States will be available, including statie- 
tical tables and reference books. 


A clerical department with space for 75 clerks. 
Retiring rooms. 
Private rooms for five assistant managers. 


A brokerage department consisting of a manager's 
office and telephone battery. 

A medical department of three examiners’ rooms and 
laboratory. 

An auditorium seating 215, equipped with stage, 
blackboards, projection room and dressing rooms. 











In short, the largest and most ambitious plans ever promulgated 
for the building and development of men in the Life Insurance 
Business. 


We are looking for high-class, capable men who can fit into 
this kind of an organization. 


If you are looking for the biggest opportunity ever offered in 
the life insurance field, come in and see us or communicate with: 


Darby A. Day 


Manager 
Illinois Merchants Bank Bldg. 
Central 6460 CHICAGO 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 





| 








CANADIAN INSURANCE 
SITUATION ANALYZED 


DISTANCE HAMPERING FACTOR 





Multiple Line Writing Obtains Gen- 
erally—U. S. Methods Followed 
Whenever Possible 





BY RALPH E. RICHMAN 


Many of the men who attended the 
Claim Association and Health & Acci- 
dent Conference conventions in Toronto 
visited in Toronto insurance offices. 
Toronto is an important Canadian in- 
surance center, headquarters of leading 
Canadian companies as well as Cana- 
dian headquarters for many of the Brit- 
ish offices. 

Toronto itself is likely to be deceptive 
for the visitor from the states who is 
thinking of insurance possibilities. He 
sees a city which outwardly has nearly 
all characteristics of the cities with 
which he is familiar. The territory 
through which he approaches Toronto 
from the south looks very much like his 
native land. But insurancewise, he soon 
learns from his friendly Canadian hosts 
that this city and its surroundings to 
the south are not typical of all Canada. 
Canada as a whole is sparsely settled. 
The entire population of the Dominion 
is about 10,000,000, or approximately 
equal to the population of the state of 
New York.. As a natural consequence, 
there is not the wealth in the surround- 
ing territory that would be present about 
a city of Toronto’s size anywhere in the 
United States. Montreal, Quebec, Ot- 
tawa, Toronto, Winnipeg, Vancouver— 
this is about the list of major Canadian 
cities. 

Insurance Specialists Few 


These facts have a fundamental bear- 
ing on the insurance business in Canada. 
Outside of the cities named above, an 
insurance specialist is virtually unknown. 

he insurance business in all the re- 
mainder of Canada is done by men who 
write all Jines of insurance and who are 
likely to be in some other business as 
well. In fact, with a vast majority of 
them their primary interest is not insur- 
ance at all. This means that when any 
except fire insurance and possibly life 
insurance is written in a great part of 
the Canadian territory, it is likely to be 
written when a special agent, or, as 
he is called in Canada, inspector, visits 
the local agents. It means also that the 
Canadian managers face an unusually 
hard task in seeking to bring about 
insurance education among their rep- 
resentatives. It is a fact that many of 
the things which can be done in the 
United States cannot be done in Canada, 
simply because of facts of population, 
wealth and geography. 


U. S. Methods Applied 


Yet, methods of selling which have 
proved successful in the States are being 
applied with some modifications in Can- 
ada with great success where conditions 
nearly approximate conditions in Ameri- 
can cities. 

To the insurance visitor from the 
States who has never been to England, 
it appears that Canadian insurance meth- 
ods must be very English. On the other 
hand, the Canadian assures him that the 
Canadian methods are much more 
similar to methods in the States than 
to methods in England, and this is con- 
firmed by observers who have been in 
all three countries. The proximity of the 
United States as well as the establish- 
ment in Canada of several American 
companies have helped to make the in- 
flvence of American methods almost 
irresistible. 


Multiple Lines Written 


One of the Canadian practices, differ- 
ing from the American practice, is the 
writing of all except one or two lines 
by a single company. Here is a com- 
pany which writes all lines but life. 





Here is another which writes all lines 
but accident and health. One finds, 
too, that the Canadian companies are 
engaged in reinsurance for companies in 
other parts of the world. A company 
in Toronto may be reinsuring business 
in the United States and also in Aus- 
tralia. 

The training of the Canadian under- 
writer is likely to be more cosmopolitan 
than that of the underwriter in the 
States, cosmopolitan in territory covered 
as well as in the number of lines 
written. And the Canadian office may 
be ready to consider any underwriting 
proposal from countries other than its 
own. 

Conditions Determine Method 


Except in life insurance, salesmanship 
which has made such rapid strides in the 
States during the last decade has barely 
touched Canada. This is largely due to 
the different conditions there which have 
already been mentioned and to the Eng- 
ish viewpoint on salesmanship, which is 
predominant in some parts of Canada. 
Yet it is due partly to the belief on the 
part of some of the managers that these 
methods of salesmanship cannot be ap- 
plied in Canada. In other words, the 
assumption that the methods cannot be 
applied has caused their dismissal with- 
out trial or an endeavor to adopt them 
in part. ; : 

That this is not the correct viewpoint, 
seems to be proved by the success which 
has come to those who have used sales- 
manship methods of the States in certain 
communities. It has been a long time 
since a manager !n the States has 
worried about sending out sales ideas be- 
cause the same sales ideas were being 
sent out by other companies to salesmen 
in the same territory. This objection to 
the dissemination of sales ideas is met in 
Canada. 

U. 8S. Operations Watched 


One finds that the managers for Brit- 
ish offices in Canada watch particularly 
the operations of their own companies 
in the United States, and where a privi- 
lege has been granted to the United 
States office, the Canadian manager will 
be quick to use this in seeking the same 
privilege for the Canadian office. Be- 
yond question, salesmanship methods 
which have come to the fore in the 
United States are going to be more and 
more applied in Canada, though they 
will not be accepted so readily and will 
have to wait somewhat also for the de- 
velopment of Canada’s population and 
wealth. ae 

The accident and health companies in 
Canada are particularly handicapped be- 
cause they do not have the spread of 
business to give them a correct under- 
writing perspective. All of them are 
constantly studying their own loss ex- 
perience and obtaining as much informa- 
tion as possible from American sources 
to aid them in solving their underwrit- 
ing problems. The sparse population is 
spread over a vast area and presents a 
great variety of conditions. Many of 
these special conditions are not en- 
countered frequently enough over the 
Dominion to offer the opportunity for 
obtaining true averages. 

Much has been made of the 4,000 miles 
of border between the two countries 
without armament of any kind. But after 
considering the liking of the two peoples 
for each other, their common language, 
their essentially common heritage on the 
same continent, one would have to de- 
spair of any peaceful relationships 
among mankind if the relations between 
the United States and Canada were 
otherwise. 


American National Convention 


The annual convention of the agents 
of the American National will be held 
in Galveston Nov. 3-5. It is expected 
that 300 agents from 24 states will be 
in attendance as guests of the company. 
The program provides for a small 
amount of talking by company officials 
and a number of “experience” meetings 
on the part of the agents. Entertain- 
ment will be plentiful. 
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QUIET INSURANCE SEASON 
IN ENGLAND SHORTENED 


SUMMER SLUMP DISAPPEARING 











London “Times” Comments on Placing 


Our Agents Have 


for Estate Duties A Wider Field— 
The London “Times” recently com- An Increased Opportunity 


mented upon the placing of several large 
life insurance policies for estate duties 
purposes, and the notable trend in re- B S We Have 
cent years toward a shortening of the ecau € 
summer “slump” in the life insurance 
business, as follows: 





Bg yom large nuapenees - General Age Limits 0 to 60. 
one ite lave us yeen enhrecte with . . ° 
British offices, amounting, it is under- Non- Medical Age Limits 0 to 45. 
stood, to as much as £300,000. Policies ee . ° 
are known to have been placed in the Policies for substantial amounts (up to $5,000) for Children on 
past for still larger sums, but the pres- variety of Life and Endowment plans, thus enabling parents to 
ent assurances will certainly rank among eae ae O di . A 1 
the biggest individual sums. Presum- buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
ably, they are not unconnected with Semi-annual or Quarterly Premium plan. 
provision for estate duties, for which 
my ty bony ae oe meeeeenens Participating and Non-Participating Policies, Medical and Non- 
oO s re . . 
: Medical 
Used for Estate Duties " 
“Life assurance, which may be fairly Same Rates for Males and Females, Medical and Non-Medical. 

regarded as a necessity for persons of 
rn es tke ee ee Double Indemnity and Total and Permanent Disability features 
cially as one of its important uses is in for Males and Females alike, Medical and Non-Medical. 
connection with the provision of death : 
duties on estates. The sums due are Standard and Substandard Risk Contracts. 
then provided out of income and the ¥ ‘ : . 
payment of the duties is assured from Our Class C Senior Agents may write Non-Medical Applications 
the outset. Special arrangements are for as much as $3 000 

, . 


made for the payment of the sums to 


the Inland Reve thorities bef yee , 
gee cape tencomergg nigella: oes We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 


the title of the executors is completed . 
by the grant of probate and the inter- Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
est from the date of death is thus . , . 

avoided. There is also no occasion to S. D., W. Va. 
effect forced sales or to break up estates. 
} The policies carry the right to the ordi- 
nary rebate of income-tax on life assur- 


ance, premiums, ‘The system means the| | PETE OLD COLONY LIFE INSURANCE COMPANY 


steady accumulation of capital out of 


income, and has been approved by 

statesmen as a sound means of meeting H A 

the cost of estate duties. of C IC GO, ILL. 

“It is usual for several offices to be . 

interested, directly or indirectly, in the B. R. NUESKE, President 
exceptionally large assurances, and it is 
curious that the present policies should 
have been completed in what is gener- ‘ a cain 
ally regarded as the quietest month of The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 


the year for life assurance, as it is for through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. | 








many other forms of business. As a 
matter of fact, the especially quiet sea- 
son for life assurance during the last few 
vears has seemed to become shorter. At 
one time officials noticed that the vol- 
ume of business began sensibly to de- ¥ > 
cline in June, and continued on a com- WHAT Ny AH EAD ? 
paratively small scale until the end of Shes ceutien & be Ghee elel @ Geers o> 


September. In the last few years June | pitious man. It’s in your mind. 


and July have been quite active months, If the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 


and the period of dullness has often : 

»xtended only from about tl iddl f contract with Fidelity 

extende only trom abot he middle o Fidelity originated the disability provision, the 

August until the middle of September. | double benefit feature, and the “Income for Life” 

. plan. It operates in forty states on a full level 
Increased Volume of Business net premium basis with more than $70,900,000 in 


assets and over $343,000,000 insurance in force. 
More than 36,000 direct leads a year 























“This shortening of the quiet period 











2 a a eS from Head Office lead service We have a few liberal General Agency con- 
nee tly “Th be use pono € ecees oa: THE FIDELITY MUTUAL LIFE ss 3 ; we 
PUNY. SHETE 1 SI TOOM, BS WAS made INSURANCE COMPANY tracts to offer in Arkansas to experienced life 
clear at the recent International Con- PHILADELPHIA 

gress of Actuaries, for a marked expan- Walter Lotier Tatbet, President insurance men of character and ability, who 
sion of life assurance in this country, - 

but the volume now transacted annually have established successful records in per- 





is much greater than in the vears be- 


fore the war. The war indicated in vari- DIRECTORY OF sonal production and agency building. All 
ous ways the value of life assurance . P 
protection, and, owing to their sound LIFE INSURANCE correspondence confidential Address: 


policy of writing down security values 
when depreciation occurred, the subse- ILLINOIS ; 7. MAYALL, Vice-President 


quent gain through appreciation, and 


the substantial sums that were carried OBERT F. PALMER CENTRAL LIFE INSURANCE CO. 




















forward when bonuses were curtailed or General Agent for Illinois Board of Trade Bld K Ci M 
passed, the financial position of the of- 500 ard 0 rade g. ansas ty oO. 
fices has been much strengthened. The BERKSHIRE LIFE INS. co, ; . 
present policyholders and new entrants of Pittsfield, Mass. 

are benefiting from the caution of the 105 So. La Salle 

past and, unquestionably, when _first- CHICAGO, ILLINOIS 





class offices are chosen excellent value 
for money can now be secured.” 
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Annuity Contract Uniquely Applied 


“Conmutopics” of the Connecticut 
Mutual refers to an ingenious arrange- 


ment on a deferred annuity contract. 
It says: 
“Henry M. Files of Cedar Rapids, 


credit for furnishing a 
‘fitting insurance to 
writing 


Iowa, deserves 
graphic example of 
the the 
recently a six annual premium old age 
pension. It was issued on the life of a 
man at age 49 and matures at age 
for the purpose of paying the premiums 
on his annual premium life policies with 
us after he reaches age 55. 

“General Agent Edson N. Coleman 
points out that this plan of providing 
for future premiums through the pur- 
chase of our deferred annuity contract 
is well worth while. Business men are 
manifesting a decided interest in the 
plan as we offer it. They look upon it 


needs of prospect,’ by 


55, 


as a plan of assuring the payment of 
their life insurance premiums before 
their earning power begins to diminish. 

“Mr. Files himself says that the ap- 
plication for a very substantial annual 
premium deferred annuity came as a re- 
sult of a proper presentation of the prop- 
osition, made possible only by consid- 
erable study on his part. 

“There is no medical examination or 
inspection report necessary in such a 
case. ‘It is simple enough to write after 
the says Yes, but if had 
gone through what I have the last three 
hours and answered as many questions, 
you would feel that you had well earned 
what commission is payable,’ says Mr. 


prospect you 


Files in a letter to Mr. Coleman. ‘How- 
ever, it was extremely interesting, I can 
assure you.” The plan is one worth 


recommendation. 


No Interest Means No Knowledge 


2nd, agency vice- 
Illinois Life, 
man 
life 
has no money 


James W. STEVENS, 
president of the 
the point that when a 
not interested 
proposition or he 
insurance, 
well 
will 


makes 
says he is 
insurance 
to put 
not 
what life 
inter- 


in a 


in life means that he is 
sufficiently on 


to 


informed 


insurance do for him be 


ested in spending any money. Continu- 
ing Mr. Stevens says: 

“The average man who does not 
know anything about baseball would 


not walk four blocks or spend fifty cents 


to see the final game of the World's 
Series. Why? He knows nothing about 
baseball and quite naturally, not under- 
standing the game, is not interested in 
it. Being uninterested, he will not 
spend his money to see who wins. On 
the other hand, men who understand 
the game will spend several times fifty 
cents to see Springfield beat Peoria. 
“The same holds true in the pros- 
pect’s attitude toward life insurance. 
Men who understand what life insur- 
ance is and what it will do for them 
and their families are very much inter- 
ested in investing a large portion of 
their savings in life insurance policies. 
Those who do not understand are ‘not 


interested’ ‘have no money,’ 


“There are, 


or 
of course, cases where the 


prospects can truthfully say they are 


not interested or have no money, but in 
general when we encounter these two 
objections we are safe in assuming that 
the alleged lack of interest or money is 


| 
| 





due to a misunderstanding on the part | 
of the prospect of the value of life in- 
surance. 

“In order to sell a prospect of this | 


kind, we must talk life insurance in the 
terms of life. We must 
point out the benefits that have accrued 
to men in his own circumstances, citing 
instances whenever possible 
acquaintances. We must 
his own financial program for 
him convince him that life insur- 
ance the only medium whereby he 
can guarantee to himself and to his fam- 
ily that the plans which he has made 
for the future will be carried out. 

“In closing prospects of this type, it 
is difficult to persuade them to take the 
amount of insurance that they really 
should have, but it much better to 
close them for a small amount 
place the policy, 
their first policy they will appreciate 
more keenly than we could tell them the 
advantages of being insured, and it will 
be easier to increase the insurance from 
time to time than to sell them a large 

originally.” This advice, fol- 
should arouse interest. 


his every-day 


specific 
among his 
analyze 

and 


1s 


1S 


amount 
lowed, 


Man Should Never Be Ripe 


man becomes ripe, he 
He has gotten the 


can grow no more. One, 


WHENEVER 
Starts rot. 
point where he 


a 


to to 


therefore, needs to keep in the growing 
stage. A man should ever see the op- 
portunities before him. 





and | 
since after they obtain | 
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PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











H. G. Scott, vice-president of the Re- 
liance Life, was in New Orleans en route 
to the meeting of the American Life 
Convention at Dallas. He visited one 
of his agency supervisors in Texas be- 


| fore reaching Dallas. 


The many friends of Otto A. Piggott, 


| million-dollar producer in the Critchell, 


Miller, Whitney & Barbour agency in 
Chicago, will be pleased to know that 
he is back on the job after undergoing 
an operation on one of his eyes at the 
Mayo hospital in Rochester, Minn. 


Roger B. Hull, managing director and 


general counsel of the National Associa- 
tion of Life Underwriters, will be out 
of his office now until about Nov. 15. By 


that time he expects to have a program 
formulated for the coming year. He will 
start out about the middle of January on 
a long trip to visit local associations and 
to present this program. He will prob- 
ably start down through the south, 
speaking from Louisiana across to Texas 
and the Pacilic Coast, up the Pacific 
Coast and back across the continent. 
The Memphis convention offered the 
first opportunity of many members of 
the association to meet Mr. Hull. The 
outstanding impression of Mr. Hull 


the St. Paul Sales Managers’ Association 
but refused to accept a third term. He 
was, however, made chairman of the 


program committee of the organization 
It is conceded that Mr. Lacy, during his 
tenure of office as president, has accom- 
plished fine results for the organization 
Last year the membership was doubled. 


Thomas J. Wood, pioneer life insur- 
ance man of Oklahoma, died at his home 
in Oklahoma City recently. At the time 


of his death, Mr. Wood was general 
agent for the Federal Life in Oklahoma, 
a connection he had maintained since 


1911. He went to Oklahoma 17 years 
ago and was active in all phases of civic 
and business life. In 1910 he organized 
the Home Life of Oklahoma, which was 
sold later to the American National of 
Galveston. The last few years of his 
life Mr. Wood suffered from ill health. 
Previous to losing his health he was 
one of the heaviest personal producers 
for the Federal Life and at one time led 


| the agencies of the country in volume. 


1s | 


that he is a man of thorough independ- | 


ence of character, who will know what 
he is trying to do and will set about 
doing it with an unusual degree of force 
and energy 


Commissioner Joseph Button of Vir- 
ginia is back at his desk after helping 
to adjust a very delicate situation at 
Lexington, Va., brought about by the 
entire cadet corps of the Virginia Mili- 
tary Institute going on a strike in pro- 
test against the suspension of one of 
the cadets for hazing. As chairman of 
the board of visitors of the institute, he 
played a conspicuous part in settling the 
difficulties. Both he and other members 


of the board went on record as being 
unalterably opposed to hazing in any 
form, and they wound up their meeting 


by ordering the entire corps to be con- 
fined on the grounds for a month. 


L. A. Mack, president of the 
Underwriter,” will shortly be 
to Miss Edith K. Buckley, a sister of 
Frank E. Buckley, cashier of the Twin 
Mutuals of Boston. Miss Buckley has 
been connected with the home office of 
the New England Mutual Life. An- 
nouncement of the engagement has been 
made and the ceremony will take place 
shortly. 


“Weekly 


married 


Ben C. Hyde, insurance commissioner 
ill for 


of Missouri, who has been sev- 
eral months, followed a stroke of apo- 
plexy, is in Mineral Wells, Tex. Com- 


missioner Hyde is improving, and is able 
walk about. He was accompanied 
his son, B. C. Hyde, Jr. 

M. R. Wilkes, vice-president and sec- 
retary of the Pioneer Life of Green- 
ville, S. C., has resigned to accept a 
position with the Federal Reserve Bank 
in Washington. Mr. Wilkes was for- 
merly connected with the Federal Re- 
serve Bank, prior to joining the Pioneer 
Life when it was organized two Years 
ago. No successor has yet been named 
by the company. 


by 


Harry Brandon, for 25 years con- 
nected with the “Ohio State Journal” at 
Columbus, for the last few years as man- 
aging editor, has resigned to become 
associated with his father, C. W. Bran- 
don, president of the Columbus Mutual 
Life. 

O. J. Lacy, second vice-president and 
manager of agencies of the Minnesota 
Mutual Life, not only did not choose 


to run for a third term as president of 








In the drive for new business in honor 
of President and Mrs. Arthur L. Bates, 
inaugurated by the field organization ot 
the Union Mutual Life of Maine for the 
month of October, business issued for 
the first 20 days of the month has run 
about three times that issued in the first 
2°90 days of October, 1926, and at the re- 
quest of the agencies the time of the 
drive has been extended to include No- 
vember, to permit a larger portion of 
the issued business to be reported paid 
for. 


S. Davies Warfield, president of the 
Seaboard Air Line Railway, who died 
suddenly this week at Union Memorial 
Hospital in Baltimore while convales- 
cing from an operation, was a director 
of the Hanover Fire, Maryland Casualty 
and the New York Life. Mr. Warfield, 
who was a bachelor, was a brother of 
the late R. Emory Warfield, president 
of the Hanover Fire. He will be buried 
in Baltimore, the home of his family 
since colonial days. 


H. R. Williams Sings 
of the Daily Dozen 


R. WILLIAMS, manager of the 

e central division of the Public Sav- 

ings, has gotten out some verses en- 

titled “The Daily Dozen” which he has 

contributed to the Public Savings Life 
“Review.” They are as follows: 


If we take a daily dozen 
In a calisthenic way, 
And have faith in our gymnastics, 
We will find that day by day— 
We will grow a little stronger, 
All our aches will disappear— 
And we'll face our worldly burdens 
In a manner filled with cheer. 


Now we all commend the value 
Of the twelve that keep us trim, 
So we shouldn't have much trouble 
Taking twelve outside of “gym.” 
So let's try another dozen, 
Keep them with us every day— 
And they'll soon improve our business 
In a psychologic way. 


must be well guarded, 
And our Hope must never die— 
Our Ambition must be worthy, 
Our Enthusiasm high. 
We must have the strength of Courage, 
And have Faith in all that’s true, 
And make loyalty our token 
In whatever we may do. 


First our Health 


Plain Unselfishness must guide us, 

We in Friendliness must stand, 
And define Co-operation 

With a strong and willing hand 
We must see in Thrift—protection, 

And let Joy make work seem play— 
And we'll soon commend this dozen, 
For they'll help us every day. 
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LIFE AGENCY CHANGES 


PAN-AMERICAN APPOINTMENTS 














Several General Agents Named in Vari- 
ous Fields by New Orleans 
Company 





Several agency appointments have 
been announced by the Pan-American 
Life. G. M. Huckaba has been named 
general agent for northern Alabama, 
with headquarters at Florence. Mr. 
Huckaba has been one of the prominent 
citizens in the Muscle Shoals district and 
has made an excellent record as a life 
underwriter. John Devlin has taken 
over the office of the Pan-American Life 
at Okechobee, covering southern Florida. 
C. J. Van Arsdall has been appointed 
general agent at Indianola, Miss. Mr. 
Van Arsdall has been in the banking 
loan and insurance business for many 
years in Indianola and has a large per- 
sonal clientele. A. B. Whitlow and 
Maxine Roy have been appointed joint 
general agents at Lafayette, La. Mr. 
Whitlow was formerly with the Pan- 
American in Baton Rouge and later at 
Lake Charles and now returns to the 
company as general agent. Mr. Roy is 
well known in the Lafayette section. Ira 
Patishall has been appointed general 
agent in Arkansas, with headquarters at 
Little Rock. 


Kenneth B. Collings 


General Agent Wilson Williams of 
the New England Mutual Life at New 
Orleans has appointed as agency super- 
visor Kenneth B. Collings of New York. 
Mr. Collings has made a notable record 
of production during the last four years 
with the New York City agency of the 
Mutual Benefit Life, headed “by L. A. 
Cerf. Mr. Collings served during the 
World War as captain of aviation in 
the marine corps. 


B. R. Meidinger 
Bernard R. Meidinger has been ap- 
pointed general agent of the Missouri 
State Life at Louisville, Ky. New gen- 
eral agency offices have been opened 
in the Starks building. Mr. Meidinger 
is just 27 years old and one of the 
younger mien in the general agency 
ranks. In college, he was active in ath- 
letics and following his graduation from 
the University of Kansas was a promi- 

nent coach for several teams. 


William Horley 


William Horley, vice-president of the 
National Reserve Life of Topeka ever 
since its organization, has resigned and 
has opened an office there as district 
manager for the Central Life of Illinois. 
He will have charge of the company’s 
business in western Missouri and 
throughout Kansas. Branch offices are 
to be opened at once at Kansas City, St 
Joseph and Joplin, Mo., and _ later 
branches are to be established in other 
Kansas points. H. H. Clark will be as- 
sociated with Mr. Horley. 











Rice L. Pendleton 


Rice L. Pendleton has been appointed 
general agent for the State Mutual Life 
of Massachusetts at Kansas City, Mo. 


Robert Loomis 


Robert Loomis, formerly Royal Union 
Life agent at Lincoln, Neb., has been 
placed in charge of the company’s office 
at Cedar Rapids, Ia. 


W. W. Williams 


William W. Williams has resigned as 
general agent at Cedar Rapids, Ia., for 
the Pacific Mutual Life, the Cedar Rap- 
ids agency being in charge of Mrs. F. F. 
Drummond as official company cashier. 





Jubilee Banquet in Boston 


BOSTON, Oct. 26.—The $100,000 jubilee 
banquet of the principal New England 





























Disability Goes 
On 


Under Endowment Policies in The 
Lincoln National Life the disability in- 
come to an insured receiving benefits at 
the end of the endowment period will 
be continued as long as disability exists, 
although the face of the policy is paid at 
the end of the endowment period. 


Another one of the progressive 
policies which is making it pay to 
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The 


Lincoln National Life 
Insurance Company 


“‘Its Name Indicates Its Character’’ 
Lincoln Life Bldg. Fort Wayne, Ind. 


More Than $490,000,000 in Force 
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What Every 
Insurance Man Knows! 





The purpose of afl insurance is to protect 
surplus earnings. 


Life and Accident insurance protects future 
surplus earnings. 


Property insurance—fire, liability, etc., pro- 
tects past surplus earnings—accumulated 
wealth. 

The well-informed agent can give service on 
all lines. 

The well-managed organization can under- 
write all lines. 

The Continental agent and the Continental 
organization are multiple-line in principle 
and practice. 




















Continental Casualty Co. 


The Continental Assurance Co. 
H. G. B. ALEXANDER, President 
CHICAGO, ILLINOIS 






















OPPORTUNITIES 


The Midland Mutual Life Insurance Company offers: 


Low net costs, sub-standard service, low premiums 
for men, women and children, a full line of Life, En- 
dowment, Annuities and Retirement Income Con- 
tracts backed by a history of real achievement. 


Last year 94% of applications were issued as applied 
for; less than 6/10 of 1% declined—the balance is- 
sued sub-standard. Mortality ratio 25.9. 


Policy proceeds left with Company earn 5%. Divi- 
dends left to accumulate earn 44%. 


Our General Agent’s contract will enable you to 
establish a business of your own on a substantial 
and profitable basis. If you are interested in the 
following territory, write us: 


i Illinois, Indiana, Michigan, Maryland, New Jersey, 
California, Pennsylvania, Virginia, West Virginia. 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO, 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises” 














producers of the National Accident & 


phia was attended by some 50 of the 
field men of the company from the six 
New England states, with Lee Hampton 


representing the company. 

The company entered the New Eng- 
land field about two years ago and has 
steadily increased its business until this 
year it had produced $100,000 in gross 


premiums the first nine months of the 


Health Insurance Company of Philadel- year. 


A business meeting was held in the 
afternoon with sales talks and instruc- 


| tion for the field men, and a dinner was 


Adams, New England field manager, | 


served in the evening, the principal 
guests at the latter being Deputy In- 
surance Commissioner W. O. Richardson 
of Massachusetts and Dr. Greene of the 
United States government disability de- 
partment, who gave a talk on mental 
and nervous diseases. 














EASTERN STATES ACTIVITIES 











POLICY NOT VOIDED BY NOTE 





Default Did Not Involve Contract, As 
It Was Separate Transaction 
Entered Into By Agent 





Where insurance company accepted 
note in payment of premium, held de- 
fault in payment did not render policy 
void.—In Conservative Life vs. Condos, 
court of appeals of Ohio, 157 N. E. 306, 
an agent of the company accepted a 
note signed by the insured and his wife 
in payment of the first year’s premium 
on a policy. The agent was entitled to 
75 percent of the premium, and when 
the policy was issued the agent became 
responsible to the company for its share 
of the premium. 

There was no provision in the policy 
or the note which provided for for- 
feiture of the policy for failure to pay 
the note. The note was not paid when 
due, and the insured died soon there- 
after. The company denied liability and 
action followed. The trial court ren- 
dered judgment in favor of the plaintiff. 
On appeal the higher court in reviewing 
the record, and in affirming this judg- 
ment, said: 

“The company held the agent respon- 
sible for its small share of the premium, 
and he became the debtor of the com- 
pany therefor, and he could therefore 
accept cash, or a note, or a horse, in 
payment of the premium, and in this 
case the agent did accept a note signed 
by the insured and a third party, and 
when that was done, and the policy was 
delivered, the contract between Condos 
and the company was complete, and the 
subsequent efforts of the company to 
cancel the policy were of no avail—not 
merely because there was no provision 
in the policy for such a forfeiture, and 
no notice given of forfeiture, but be- 
cause the note of the insured, signed 
also by a third party, having been ac- 
cepted in payment of the premium, as 
admitted in the answer, and the agent 
having thereby become the creditor of 
the insured and responsible to the com- 
pany for its share of the premium, there 
was no ground for a forfeiture. 

“Where, as soon as a life insurance 
policy was issued, the company had 
charged up its agent with the part of 
the premium due it, the debt to the com- 
pany was transferred to the agent and 
it could not claim that because of plain- 
tiff’s alleged failure to pay the premium 
within the required time the policy be- 
came void.” 





Haven’t Unionized Metropolitan Yet 


In their attempt to unionize the 10,000 
employes in the home office of the Met- 
ropolitan Life, the leaders of the Book- 
keepers, Stenographers & Accountants 
Union met with no great response from 
these emploves at a mass meeting held 
last week in Madison Square, New York. 
The speeches of the labor organizers 
were interrupted many times by heckling 
on the part of employes, who disliked 
the characterization of President Haley 
Fiske as a hypocrite in his attitude to- 
ward the right of his own staff to organ- 
ize. The employes did not seem much 
impressed with the banners displayed at 
the meeting, which read: “The Metro- 


politan Insurance Company does every- 
thing for its office workers except pay 
them a living wage to maintain a decent 
standard of living and independence.” 











“Join the well-paid workers. Why work 








for a starvation wage?” “Other profes- 
sional workers, artists, musicians and 
actors are organized. Why not you?” 





Moves Into New Offices 


Ernest W. Owen, manager for the 
Sun Life of Canada at Detroit, has an- 
nounced that the Detroit office of the 
company has moved into new offices in 
the Eaton Tower building, having taken 
over the entire 30th floor. The business 
of the Detroit office has grown to such 
an extent that this expansion was neces- 
sary. 





Campaign to Honor Houston 


The district agency of the Mutual 
Life of New York, under A. P. Ballou, 
manager, decided to honor the new 
president of the Mutual Life, and, ac- 
cordingly, set aside October as Presi- 
dent Houston month. Up to Oct. 19 
the agency had $1,694,000 written and 
$1,300,000 paid for. It is expected that 
all previous records of production for a 
single month will be shattered. 





Monk Addresses Insurance Society 


The Insurance Society of Massachu- 
setts has started what promises to be 
a year of very valuable and important 
series of meetings for its members. Un- 
der the leadership of President Peter 
A. Collins, a life man, the opening meet- 
ing was held last week with more than 
150 in attendance. 

Commissioner Monk of Massachu- 
setts was the speaker. He gave an in- 
formal, heart to heart talk to the fire, 
life, casualty, accident and health men 
and executives present, covering many 
angles of insurance from supervision, 
workmen’s compensation, agents’ ex- 
aminations, etc., down through the more 
intimate details of the compulsory auto- 
mobile liability insurance and security 
act and commissions allowed for the 
same. 

At the conclusion of his informal talk 
the commission invited the members of 
the society to ask him questions. While 
there were a number of differences of 
opinion in the battle of wits on the 
more intimate matters discussed, the 
commissioner stood up against a heavy 
broadside. 





Koch on Eastern Trip 


Wm. Koch, vice-president and field 
manager of the Royal Union Life of 
Des Moines, is visiting eastern agen- 
cies. He is stopping at Canton, O., 
Philadelphia and Washington, D. C, 
on his trip. 


Plan Baltimore Y. M. C. A. School 


Robert H. Walker, general agent of 
the Provident Mutual Life, has been ap- 
pointed dean of the life insurance school 
which will be conducted again this win- 
ter at the Baltimore Y. M. C. A. The 
appointment has been made by the ex- 
ecutive committee of the Baltimore Life 
Underwriters’ Association. 

The life insurance school is conducted 
under the joint auspices of the Baltimore 
association and the Y. M. C. A. It will 
open in January. 





Class in Life Insurance Trusts 


The growing tendency of life insur- 
ance and trust companies to cooperate 
finds practical expression in a new ven- 
ture launched by the Peoples Savings 
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& Trust ene of Pittsburgh, which | 


has inaugurated a class for instruction 
in life insurance trusts, under the direc- 
tion of Gwilyn A. Price, one of its trust 
officers. 

This class, which will number 50, with 
another enrollment of an additional 50 
later on, owing to the lack of present 
facilities, is being conducted under the 
auspices of the University of Pitts- 
burgh. It was announced at a recent 
dinner given by the Peoples Savings & 
Trust Company to the life insurance 
men of the community. 


Seeks License in Michigan 
The Bankers National Life of Jersey 


City, N. J., would like to enter Michigan, 


| the necessary application blanks. 


it was disclosed during the past week, 
when R. R. Lounsbury, vice-president 
organizer of the company, wrote the 
state insurance department in quest of 
The 
was only authorized in New 
5, but it was stated by Mr. 
that authorization is being 
several other 


company 
Jersey Oct. 
Lounsbury 
sought immediately in 
states. 

The Bankers National has obtained 
licenses in West Virginia and Delaware 
and negotiations to obtain licenses in 
a dozen or more other states are pending. 
Vice-President Lounsbury stated this 
week that the company already has 
more than $500,000 on insurance in 


| force on its books. 














IN THE MISSISSIPPI VALLEY 





LAUNCH COMPANY WITH DRIVE 





| 


STATE INSURANCE IS SCORED 


——_— 


Huge Volume Written at the Outset by Clarence Hobbs, Insurance Commis- 


United Life of Salina, 
Kans. 





Two special drives for new business, 


| 
| 
| 


one conducted last week and one under | 


way this week, are expected to put at 
least $3,000,000 of business on the books 
of the United Life of Salina, Kan., and 
enable that company to open the New 
Year with $3,000,000, representing the 
result of two months of operation. 
Pledges are being taken and policies will 
be written when the company starts 
operating next month. It is a new com- 
pany organized without promotion ex- 
penses. The business written in these 
two campaigns will be placed on the 
books without commission to anyone, 
the profit to be used for the building of 
an agency organization and for conduct- 
ing schools of instruction for the student 
agents. 

The drive last week was made in 
Salina by the company itself, pledges for 
about $1,500,000 being taken from the 
local business men there. This week 
a similar drive is being staged by the 
group of utilities with which the life 
company is associated and it is ex- 
pected that an equal or greater amount 
of business will be distributed to the 
new company. The United Life is asso- 
ciated with some 23 other 
panies, such as the United Light & 
Power, United Telephone, United Trust 
Company, of which C. L. Brown is presi- 
dent. The headquarters of all of the 
United companies is Abilene, Kan., with 
the exception of the United Life, which 
has its home office in Salina. 





Settle Deathbed Payment Case 


A settlement for $4,600 has been made 
by the Travelers ‘with Margaret 
Tully, Kenosha, Wis., administratrix of 
the estate of Alexander E. McVicar, 
Kenosha, on a $10,000 policy on which 
it was alleged no premiums had been 
paid until McVicar was on his deathbed. 
He died within an hour after the pre- 
mium had been paid. Suits filed to con- 
will be 





test the validity of the policy 
dismissed. 
Hold Sales School 
Officials of the Union Central Life 


conducted the first of a series of one- 
day sales congresses in Kansas City on 


Oct. 24. A. D Bonnifield, manager of 
the Kansas City office of the Union 
Central, was in charge of the meeting, 


and agents from western Missouri at- 
tended. Robert J. Williams, director of 
education of the company, conducted the 
meeting, and Jerome Clark, assistant 
superintendent of agencies, and Wendell 
F. Hanselman, head of the sales promo- 
tion division, were the speakers. The 
meeting was a sales school and educa- 
tional conference. From Kansas City 
the officials went to Topeka, Kan., where 
they held a similar meeting, followed by 
meetings at Lincoln, Neb., Omaha, Des 
Moines and Davenport, Ia. 


“United” com- | 


| surance 








sioners Convention Representative, Ad- 
dresses Insurance Day Meeting 





Clarence W. Hobbs, special represen- 
tative of the National Convention of In- 
Commissioners, scored state 
insurance schemes in his address before 
the Insurance Day meeting at Milwau- 
kee, Oct. 26, citing in support of his 
strictures the failures of state fund plans 
in = lines of insurance in recent years. 

Hobbs explained how because of 
a... onalan unwieldiness of government 
machinery, service in insurance is im- 
probable if not altogether impossible, 
and said that although propaganda for 
state funds is growing, the likelihood of 
value or service in the proposed schemes 
is diminishing. 

Encroachment of government into 
private enterprise, he pointed out, drives 
men either into the ranks of govern- 
ment employes in lines with which they 
are familiar, or into other lines outside 
government service, and thereby dissi- 
pates initiative of individuals and busi- 
nesses. 





Sessions at Home Office 

The Sentinel Life is conducting a 
home office school of life insurance sales- 
manship. The members of the Kansas 
City, Mo., and Kansas City, Kan., 
agencies of the company and the clerical 
force from the underwriting department 
are attending the school. The sessions 
are held three days a week, and the 
first session was held last W ednesday. 
Governor Arthur M. Hyde, president of 
the Sentinel, addressed the first session 
of the school. F. L. Hildebrand, super- 
intendent of agencies, spoke at the open- 
ing meeting, and Alexander C. Goode of 
Louis, consulting actuary, talked on 


a American Table of Mortality. 





Lectures on Insurance Trust 

S. T. Whatley, president of the Chi- 
cago Association of Life Underwriters, 
announces a series of lectures on the 
subject, “The Life Insurance Trust,” 
under the joint auspices of that organ- 
ization and the Northern Trust Com- 
pany, Chicago. Leading life managers 
and general agents attended a luncheon 
on Wednesday of this week at which the 
plan of the lectures, the subject to be 
presented and the speakers were dis- 
cussed. The speakers will be prominent 
trust officers from other cities, and lead- 
ing life insurance executives. 

The plan results from months of work 
that began with the March, 1927, meet- 
ing of the general agents and managers 
of the association, at which Hugh D. 
Hart, vice-president of the Penn Mutual 
Life, was the speaker. The plan is that 
one lecture will be given each month, 
the meetings to begin at 4:45 p. m. and 
to continue for one hour. The meetings 
will be open to all life underwriters who 
wish to attend. 

Further announcement of the dates 
and the subjects in the lecture series 
will be made at a later date. 














Carbon Monoxide Dangers/ 


OW is the time, with the approach of 

cold weather, for Underwriters to 
spread the WARNINGS in regard to the 
fatal dangers from Carbon Monoxide Gas. 


Even in warm weather this gas 
gets in its deadly work. 


«+ A Worcester (Mass.) dispatch, of August 6, tells of a young 
man overcome while repairing his automobile with the engine 
running. This was in an open yard, the victim inhaling in close 
proximity to the exhaust, with no breeze stirring to dissipate it, | 
and no odor to warn of the deadly gas which acts so quickly and 
so imperceptibly. Had this happened in a garage with closed 
doors, death would have been almost certain. 


682 deaths from Carbon Monoxide Gas poisoning 


were reported in newspaper accounts kept by the John Hancock 
Company within the twelve months’ period from July 1926 to 
July 1927. 


Gas heaters also cause trouble. 


«+ Just recently a Norwalk (Conn.) dentist was overcome by 
Carbon Monoxide Gas generated by a gas heater in a bathroom. 
Gas companies now installing gas heaters for domestic use insist 
upon funnels to carry off the gas fumes. 


People should be informed 

on these points. 
The whole subject is treated 
in a booklet issued by this 
Company entitled “Carbon 
Monoxide Gas.”” Write In- 
quiry Bureau, enclosing 2c. 
postage. 
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COOPERATION 


between a Home Office and field force is 
necessary for successful life insurance 
underwriting. 


The Equitable Life of Iowa is well and 
favorably known throughout the insurance 
world as a company which gives the utmost 
in cooperation to its field force. A genuine 
interest in the individual success of every 
agent coupled with unusual sales equipment 
is of material assistance to those who repre- 
sent this company. 


The fine spirit of cooperation between the 
Home Office and its field force is out- 
standing. 





Home Office: Des Moines : 


1927 


Sixtieth Anniversary 








IN THE SOUTH AND SOUTHWEST 








NEW RULING ON REINSURANCE 


Arkansas Commissioner Requires All 
Contracts by Domestic Companies 
to Be With Admitted Offices 


LITTLE 
All domestic 
required by a new 
sioner Maloney to 
contracts after Jan. 10, 1928, with com- 
panies or associations incorporated in 
Arkansas or admitted to do business in 
this state. All domestic companies and 
associations will be required to file their 
reinsurance contracts with the insurance 
department, the new ruling says, before 
they become effective. 

All domestic companies are required 
by another new ruling to file general 


ROCK, ARK., Oct. 
insurance companies are 
ruling of Commis- 
carry reinsurance 


26.— 


agency contracts with the state depart- | 
7 | insurance 
|} days by 
reinsurance | 
contracts will have the effect of forcing | 


ment for approval. 
rhe ruling regarding 


all foreign reinsurance companies doing 
business in the state to qualify as for- 
eign corporations and to pay a franchise 
tax of 2 percent on reinsurance pre- 
miums received from this state. 


License Gulf States Mutual 


License was issued 
Texas Insurance Commission to the 
Gulf States Mutual Life. This company, 
organized as a legal reserve mutual, 
will have headquarters at Dallas. 


Travelers Oklahoma Meeting 


More than 100 Oklahoma agents for 
the Travelers were 


Oct. 20-21. Mornings of both days were 
devoted to life and accident insurance, 
and the afternoons to casualty lines. A 
large delegation numbering about 15, 
attended from the Tulsa agency. 
Theodore Boys, extension instructor 
in the fire department of the home of- 
fice at Hartford, and Daniel J]. Blox- 
ham, superintendent of education and 
extension service, were key speakers. 
Local speakers included Sherrill Smith, 
assistant manager of the local office; 
Charles W. Dailey, John W. Tipton, 
William M. Dickerson, Hugh A. Hughes, 


and agency manager of the 


|} surance 


| mission, but Mr. 


Friday by the | 


present at the an- | 
nual sales convention at Oklahoma City, | 


| organized in July, 1927. The 


W. A. McCreight, Claude E. Connally, 
se 2 Huffman, La 2 McCullough and 
Charles N. Bancroft. Mr. McCrei 


presided at the banquet 


Aid Community Fund Drive 
Oklahoma City life underwriters 
played a prominent part in conducting 
the community fund campaign. C. C 
Day, general agent for the Pacific Mu- 
tual, was president of the committee in 
charge. Edwin Starkey, vice-president 
Mid-Conti- 
nent Life, and Neal O'Sullivan, special 
agent for the Equitable Life of New 

York, were colonels of active teams. 


Suspend Agent’s License 

LOUISVILLE, KY., Oct 26.—A D 
Lowenthal, a life insurance agent of 
Louisville, has had his license to sell 
suspended for a period of $0 
Commissioner Saufley, who 
charged that Mr. Lowenthal had sold an 
insurance policy of $5,000 to J. W. Chap- 
man, connected with the Chapman In- 
agency, Louisville, for a pre- 
mium of $20, whereas the premium on 
the policy should have been $73.28. Mr 
Lowenthal claimed that he was giving 
a fellow agent the benefit of his com- 
Saufley contended that 
in view of the fact that Mr. Lowenthal 
was a life insurance agent, and that 
Mr. Chapman was a fire and casualty 
man, the former had no right to cut the 
commission. He held that agents sell- 
in the same kind of insurance were per- 
mitted by law to do this, but that it did 
not apply to cases wherein agents were 


| selling different types of insurance 





Opens Oklahoma City Branch 


A branch office of the Modern Mutua! 
Life of Enid, Okla., has been opened in 
the Perrine building at Oklahoma City, 
with J. W. Kerr in charge. The com- 
pany is a new organization, having been 
board of 
directors includes William Mee, Jr., as- 
sistant cashier of the Security National 
Bank; C. A. Vose, vice-president of the 
American First National Bank; N. E 
Crumpacker, president of the Enid Ice & 
Fuel Company and president of the Enid 
Chamber of Commerce; Floyd E. Felt, 
vice-president of the American National 
Bank of Enid; H. G. McKeever, Enid, 
legal advisor; Dr. Paul Champlin, Enid, 
medical director, and A. W. Kerr, J: 
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The ADOLPHUS HOTEL 


Dallas, Texas 








Rooms — 825 





425 Rooms From $2.00 to $4.00 
Plenty Rooms with Bath $4.00 Double 
200 Seat Lunchroom—Coffee 5c 
40c Lunch—75c Dinner 


The Adolphus Hotel Travel Bureau can arrange your trip 
to any part of the world—National Parks—Alaska—Europe. 





Frank Reedy in Charge—27 Years’ Experience 



































CARL E. HERFURTH’S CHANGE | 


Vice-President of Montana Life Leaves 
That Company Feb. 1 to Go to 
San Francisco 


Because of ill health in his 
necessitating living at a lower altitude, 
Carl E. Herfurth, vice-president and 
actuary of the Montana Life, has re- 
signed to become a partner of Barrett N. 
Coates of San Francisco, consulting 
actuary. Mr. Herfurth’s successor has 
not been named. The resignhktion be- 
comes effective Feb. 1. 

“While officers and directors of the 
Montana Life rejoice in the broad oppor- 
tunities that Mr. Herfurth will have in 
his new work, it is with profound regret 
that we see him leave the Montana 
Life,” said President H. R. Cunningham. 
“We are happy to say he will continue 
with us in a consulting capacity.” 

A small young company when Mr. 
Herfurth entered the employ of the 
Montana Life in 1913, he has had the 
satisfaction of helping shape its growth 
and a until today it has 
nearly $50,000,000 of insurance in force, 
and is one of the strongest companies, 
financially, in the country. 


The consulting practice developed by 
Mr. Coates in the past three years neces- 
sitates an expansion of his office and the 
new arrangement will permit of broader 
service to his growing clientele 


family, | 


REPORT BANK OF ITALY DEAL 


Rumored That It Contemplates Pur- 
chase of Life Insurance 
Company 


SAN FRANCISCO, Oct. 26.—It is 
reported that the Bank of Italy con- 
templates engaging actively in the sale 
of life insurance and it is rumored that 
it is considering the purchase of a life 
company, a Los Angeles company being 
mentioned in that connection. Opinion 
seems divided as to the importance of 
these rumors. Some think the matter 
is being taken too seriously and others 
regard it as a revolutionary step that 
may be far-reaching in its effect in the 
event that the bank does buy a life com- 
pany. ; 


Will Visit Pacific Coast 


George C. Martin, field supervisor of 
the life department of the Great Western 
of Des Moines, left at the end of the 
week for the Pacific Coast on an inspec- 
tion tour of agencies there. President 
H. B. Hawley returned at that time 
from a similar trip to the east coast. 


End Los Angeles Trust School 


Interest in the school of instruction in 
life insurance trusts that is being held 
jointly by the Life Underwriters Asso- 
ciation of Los Angeles and the Trust 











XUM 


Wictober 28, 1927 


Association of that city has 
grown with each and the at- 
tendance has taxed the capacity of the 
hall in which the being held. 
Prominent life underwriters appearing 

the programs include Will G. Farrell, 
Penn Mutual; “ H. Sheldon, Equi- 
ible of lowa; Roy Ray Roberts, Massa- 
chusetts Mutual, and C. H. Von Breton, 
Guardian Life. The concluding 
held Oct. 25, the 


Officers 
session 


school is 


session 


speake r for the 


was 


LIFE 


life underwriters being Alvin Kings- 
bacher of the Equitable Life of New | 
York, whose subject was “Principles of 


Salesmanship as Applied to Trust Busi- 
‘Answering Objetcions.” 
H. B. Jeffrey of the trust department of 
the Merchants National Trust & Savings 
sank, on behalf of the officers, de- 
livered an interesting and instructive ad- 


ness,” and 


trust 
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Willmer L. Moore, President 











dress on “Advantages and Utility of Life 





Insurance Trusts.” 





rr IN THE ACCIDE NT AND HEALTH FIELD 


—______, 











PROBLEMS MUST BE SOLVED | 


Attention of Chief Executives of Com- 


panies Should Be Directed to Ac- 
cident and Health Lines 


Oct. 27.—The automo- 
many perplexing prob- 
and is by no means 


HARTFORD, 
bile is causing 
lems in the country, 
sparing the accident insurance under- 
writers. Evidence of this is found in the 
accident and health premium decrease 
during 1926, not in general but on the 
part of many of the larger companies 
writing this line, among them being 
several of the pioneer accident and 
health insuring organizations. Despite 
the terrific toll being taken by ~ auto- 
mobile in the way of life and in injury, 
the rates for accident insurance es not 
been increased sufficiently to meet the 
situation, with the result that the com- 
panies with a large volume of accident 
and health premiums are curtailing their 
lines. 

\ substantial 
pears the inevitable 
of the multiplicity of 
lems confronting the senior executives 
of insurance companies today it has been 
impossible for many of the accident and 
health company presidents and senior 
vice-presidents to give personal analysis 
and investigation to the accident and 
health situation. 


rates ap- 
answer, but because 
insurance prob- 


increase in 


Most of the accident and health com- 
nanies have retired from writing non- 
cancellable insurance and many have 
ceased writing life indemnit Longer 


i 


waiting periods have been incorporated 


are constantly sug- 


higher rates 
deserves 


gested. It is a situation which 
attention and which is by no means 
being neglected, but in order to safe- 
guard the future of this branch of in- 
surance the power and influence of the 
country’s leading insurance minds is re- 
quired to make profitable the accident 
ind health insurance business 


and 


Withdraws “Loss of Hand” Opinion 


LINCOLN NEB The Ne- 
braska supreme court withdrawn 
the recent opinion filed by the court 
ommission in which the National Cas- 
vualty was absolved from any liability 


Oct 26 


has 


to P. F. Patterson of Omaha because of 
the loss by the latter of the use of his 
hand by accident Patterson had bought 
i policy through an Omaha newspaper 


] 1 the 


ind one of its provisions pledge 
company to pay $500 for loss of hand by 
severance The district court upheld 
the contention of the plaintiff's attorney 
that the loss of use of the hand was 
equivalent to loss by severance The 
court commission held that where the 
ompany agreed to pay for loss by sever- 
nee it could not be held liable unless 
the hand had thus been lost The court 
idopted the opinion, but after an argu- 
ment for rehearing. withdraws this, and 
ifirms the district court, which held 
that whether the hand was severed 
net the company was liable because 


was loss oO 


insured against 
member 


what it 
use of the 
Wright Wins Loving Cup 


George D. Wright, n 
northern division of the 


anager of the 
National Life & 


| personal success must 


| adv isability 


Accident, was the winner of the loving 
cup offered by the casualty department 
for making the largest increase in 
August and September Mr. Wright's 
division produced 1,298 paid for applica- 
tions in this period and revived 760 poli- | 
cies. The loving cup was valued at $100 
G. C. Lynch, manager of the southern 


division, came next with 1,200 paid for 


applications and 735 revivals w H 


THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 








Julian, western manager, was third 


Snyder Joins Income Guaranty 


K. G. Snyder, formerly with the Pan- 
American Life in Pennsylvania has 
joined the Income Guaranty of South 
Bend, Ind., as superintendent of agents 


Twentieth Century Changes 


J. O'Malley has been 
manager of the branch office of the 
Twentieth Century Life at 121 North 
Clark street, Chicago. Samuel! Bernstein, 


promoted to 


formerly manager of that office, has 
been promoted to manager of the life 
department for the middle western ter- 
ritory. The growth of the ordinary life 


of the business has necess!- 

division of the country into 
and other appoint- 
ments are to be made shortly The in- 
dustrial agents of the company in Chi- 
cago are conducting a campaign to place 
$500,000 ordinary business the last two 
weeks of October 


department 
tated the 
Various territories 


Takes Group Disability Insurance 


The Aspinook Company of Jewett City, 
Conn., has recently added group disabil- 
ity insurance for the protection of its 
workers through the Robbins Agency, | 
Norwich representative of the Connec- 
ticut General Life 

This new arrangement covers employes 


in event of any illness or accident and 
more than 500 employes will benefit by | 
it The insurance is written on the co- | 


HE Southern States Life, organ- 

ized in 1906, has an enviable 
record—21 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to newmen the 
Southern States has an attractive 
proposition. 

E. S. Albritton 


Vice-President and Manager of Agencies 
































plan, the cost being shared by 
and employe 


operative 
management 





WITH INDUSTRIAL MEN 


SUGGESTIONS FOR SALESMEN 











Jchn Hancock Mutual Life Sets Forth 
Some Hints for the 
Field Worker 


The John Hancock Mutual makes 
Suggestions for the successful life in- 
surance salesman writing industrial 
business Here they ars 

1. To the man who 
success the placing of a 
not a matter of routine or the 
result of “the law of average.’ 

2. There is still much to be 
the fable of the tortoise and the hare 
when considering lasting and rogres- 
sive essentials for carving a worth- 
while career in the field 

Greater and better lasting 
are obtained from a few prospects care- 
fully selected and intelligently develo 
than larger numbers of prospects in- 
differently and unmethodicalls ip- 
proached 


some 


seriously seeks 
policy is a 


science, 


said for 


sales 


results 


1. Men of resources and influence and 
those of deep thinking character more 
often than not in their final conclusions 
on any subject of importance are 


personality of the sales- 


believe to be his 


swaved by the 


man and what they 
worth and character as a mar 

5. Show you are anxious to protect 
and develop the interests of the pros- 
pect and you are appealing to his selfish 
instinct which begets in his mind respect 
for you and confidence n your words 
and recommendations—providing there 
are not too many of the latter 

6. Products to survive in the world 
of today must have quality therefore 


interested in his 
deliver with such 
product a service and attention which 
largely represents the deciding factor 
in the prospect’s consideration of the 
of purchase. 

7. Lasting relations between a 


the salesman seriously 


sales- 





man and his clientele are not created in } 








You will find that there's a 
“heart” in the Pilot Contract. 
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We want general agents. 
Name your territory— 
there may be an opening. 


PILOT LIFE 


INSURANCE COMPANY 
Greensboro, N. C. 


A. W. McALISTER 
President 


T. D. BLAIR 
Agency Mgr. 
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7 a day but are the result of continued 














service and attention supported by sin- 
cere appreciation of the client's favor- 
able attitude. 


COMPANY fades in the fact of practical analysis 
creates nothing but unfavorable impres- 


sions. 
9. Essentials of a successful salesman: 


takes pleasure in introducing a. Honesty andintegrity of purpose. 


b. Confidence, 1. In himself, 2. In his 
proposition. c. Intelligence, 1. Native, 2. 


Acquired. 


Metropolitan’s Milwaukee Meeting 


More than 350 agents of the Metropoli- 
tan Life will assemble in Milwaukee 
Nov. 11 for their triennial convention. 
The guests of honor will be A. F. C. 


pany, and Dr. Lee K. Frankel, head of 
the welfare division at the home office. 

Arrangements are being made for 600 
John Westefeld people at the banquet. Invitations have 
been sent to Governor Zimmerman of 





leaders in Milwaukee. Mr. Fiske will be 
the principal speaker. 


Furches Named Superintendent 


for his proposition. Enthusiasm which | 


Fiske, third vice-president of the com- | 


ing superintendent for the Western & 
Southern Life, has been promoted to su- 
perintendent at Flint, Mich. 

| A new detached assistancy office has 
| been opened at Indiana Harbor in charge 
of B. K. Muston. The two New Albany, 
Ind., offices have been consolidated 
under Superintendent W. J. Axton. The 
Jeffersonville offices have also been 
combined under Assistant Superintend- 
ent G. Klerner. The Indianapolis West 
district office has been absorbed by the 
North and South districts. The Louis- 
ville South district has been taken over 
by Louisville East district under Super- 
intendent H. P. Brooks. 


Forming New Company 


Application has been made in North 
Carolina for a charter for a new indus- 
trial company at Raleigh, N. C., to be 
, called the Dixie Life. The company 
plans to write industrial life, accident 
and health benefit policies and later to 
enter the ordinary field. It will start 
with a paid in capital of $25,000 and 
surplus of half that amount. The sec- 
retary and manager of the new company 
will be Hugh Stephens, for several years 
an investigator in the North Carolina 
department. The incorporators, in addi- 
tion to Mr. Stephens are W. F. Utley, H 
G. Utley, W. C. Twiddy, C. H. Rogers 
and B. H. Parker, Jr. 
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localities write _HUGE CROWD AT SALES RALLY 


Over 2,250 Life Underwriters Hear 


THE Thomas M. Scott in Talk Before 





NEW YORK, Oct. 27.— More than 
2,250 life underwriters crowded into the 
auditorium of the Federal Reserve Bank 


M. Scott of Philadelphia, leading per- 











ing the fall and winter under the aus- 











Write or wire: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


22 
THE MINNESOTA MUTUAL LIFE JJ) cso ice siinseit ssineentiiustusnn 
INSURANCE 
HERB and JOHN 
partners in the firm of [7 
Snyder & Westefeld, one of 
the fastest growing young 
Agencies in the Company’s 
group of successful General 
Herb Snyder Agencies. 
For a connection in an Agency that has a real progressive Wisconsin and 200 business and club 
successful Agency spirit and takes a comradely interest in its 
men write 
Snyder & Westefeld, General Agents i ars 
ng 
Louisville, Kentucky 
For direct profitable Agency contracts in other desirable 
MINNESOTA MUTUAL LIFE ) nities yee 
INSURANCE COMPANY 
SAINT PAUL, MINNESOTA 
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pices of the New York association. 
Significant new names for old policies 
are a great asset, said Mr. Scott. Sell 
them old policies by calling them new 
names to show their purpose—sell them 
“Wife’s Income Policy,” “Mortgage 
Satisfaction Policy,” “Children’s Educa- 


ital Fund Policy,” etc. More men 
should be talked to about their children, 
he said, citing several recent cases, for 
it is true that many men, unwilling to 
take more insurance for their wives, will 
take out substantial amounts of addi- 
tional insurance to provide incomes or 
capital funds for their children. 


@ You are a producer 
You want a REAL job ; 
You believe in yourself | tional and Income Policy,” “Son's Cap- 
A friendly interest is needed | 
Close co-operation is necessary 
Territory does make a difference 


Suggestion Is Best Method 


In trying to sell a prospect, suggestion 
is a better method usually than assault 
and battery. Skilfully insinuate your 
ideas into his mind and usually he will 
come to think the idea is his own and 
think much more of it than if he thought 
it came from you. Don’t argue, for the 
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Agency Openings In 


ARKANSAS KANSAS 
COLORADO MICHIGAN 
FLORIDA MINNESOTA 
GEORGIA MISSOURI 
ILLINOIS NEBRASKA 
INDIANA HIO 
IOWA TENNESSEE 
TEXAS 





ROCKFORD L 


NCE COMPANY 


ROCKFORD, ILLINOIS 


Write to 


FRANCIS L. BROWN, President 
Rockford Life Building Rockford, Illinois 




















building here last week to hear Thomas | 


sonal producer of the Penn Mutual, de- | 
liver the first of the series of nine | 
money-making sales talks scheduled dur- | 


acme of all salesmanship is to persuade a 
customer that he himself conceived the 
idea of doing exactly what you want 
| him to do. 

| In using suggestion on a prospect, ap- 
| peal to him not only through the ear 
but also through the eye. Let him see 
charts or diagrams of your proposition. 
Show him graphically how your whole 
plan hangs together. In his own work 
Mr. Scott makes it a practice whenever 
possible to have his prospect examined 
| before he presents his full program for 
the man’s insurance needs. 

As for the mechanics of selling, this 
method has many advantages, said Mr. 
Scott. In the first place, it saves time. 
It immediately weeds out the uninsur- 
ables. Secondly, if a man has had 
| previous difficulties but manages to pass 
| the medical when you have him ex- 
| amined, he is easily persuaded to take 
out all the insurance he can while he 
| has the opportunity. Thirdly, you can 
close your cases more quickly. You can 
lay all your papers before him and get 
him to say a definite yes or no. He has 
to make up his mind then and there to 
take it or leave it. As most men these 
| days believe in life insurance, the great 
| problem of the agent is to get them to 
|“Do it now.” Fourthly, it gives the 
agent a good strategic position. Instead 
of waiting for the prospect, he almost 
; always is waiting for you inasmuch as 
all men are interested to find out quickly 
; what their physical condition is as re- 
vealed by an examination. Lastly, it 
| eliminates competition, for the method 
| appeals to most men as a business-like 
| manner of conserving time and proceed- 
|} ing directly to the point. 


Exposure Is Basic 


To write a large volume of business, 
| an agent must “expose himself” to pros- 
| pects and old policyholders. The latter 

are the best prospects, according to Mr 
| Scott, who said that they furnish from 

30 to 50 percent of the business of all 
| old agents and that in his own case they 

have furnished as much as 90 percent of 

all business written by him in some 

months. Large insurers are better pras- 
pects than those who have never bought 
| life insurance. 

To build a loyal clientele is what every 
| life underwriter should attempt to do, 
|} and this can only be done by singleness 
| of purpose and intelligent persistence. 
| An agent must take a real interest in his 
| clients and he must give them the best 
| service possible. Mr. Scott, who writes 
|} an average annual volume of $2,250,000 
| on an average of 225 lives for an average 
| policy of $10,000, declared that he spends 
| at least 60 percent of his time in render- 
ing every essential service to old policy- 
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holders and clients. To hold his clientele 
an agent must know his business inside 
and out, of course, but above all he must 
know how to conserve his time to good 
purpose. He must make intelligent 
plans and schedules and work by them, 
concentrating and doing one thing at a 
time and doing it well. But with the 
best equipment and the greatest abilities, 
an agent will fail unless he is capable 
of self-supervision. 

* 


* * 

New York State—The fall meeting of 
the New Yok State association will be 
held Nov. 4 at Buffalo. Announcement 
has been made by Julian S. Myick, presi- 
dent of the state association and also 
the new president of the National asso- 
ciation. 

*x* * * 

Boston—With 200 in 
Boston association heard echoes of the 
National association convention at 
Memphis from those who attended. 

The Boston underwriters expressed 
their appreciation for the honor which 
went to New Bedford in winning the 
president’s cup at the national conven- 
tion for membership gain and a suitable 
message will be sent the New Bedford 
organization. A guest at the luncheon 
was A. Neil Somerville, president of the 
Kansas City association. 

Speakers who reviewed the Memphis 
meeting included Franklin W. Ganse, 
Lloyd K. Allen, who paid a tribute to 
Paul F. Clark of Boston as chairman of 
the program committee; John P. Muir, 
executive secretary of of the Boston 
association; William E. Collins, Paul F. 
Clark, reviewing the million dollar pro- 
ducers round table; Charles C. Gilman 
and Tressler W. Callihan. 


: sk SS 
Colorade—An interesting address on 
“Life Underwriting” was made by Dr. 
George B. Van Arsdall, former pastor of 


attendance the 


the Central Christian Church of Denver 
and now educational director of the 
Equitable Life of New York, at the 


monthly meeting of the Colorado asso- 
ciation in Denver. Dr. Van Arsdell left 
the ministry in 1915. His educational 
work was originated in 1919. He has 
conducted 106 schools for underwriters 
and has turned out 4,000 graduates. 


a ae 

Portland, Me.—The annual sales con- 
gress of the Maine association brought 
a number of leading underwriters of the 
east to Portland, together with some 300 
of the life insurance salesmen of the 
state. Lawrence Priddy of New York, 
big producer of the New York Life, sur- 
prised the convention by dropping in, 
being a late summer visitor in Maine. 

The address of welcome by President 
Louis M. King of Portland was followed 
by addresses on “Sales Presentation” by 
Holgar J. Johnson of Hartford, assistant 
superintendent of agencies of the Con- 
necticut Mutual Life, and on “Future of 
the Life Insurance Business” by Gordon 
V. Kuehner of Hartford, assistant super- 
intendent of agencies of the Travelers. 

At the afternoon session Giles E. 
Keithley of the educational department 
of the John Hancock Mutual, Boston, 
spoke on “What Are You Worth?” and 
George H. Harris of Montreal, super- 
visor of the field service bureau of the 
Sun Life of Canada, on “The Life Under- 
writer; His Responsibilities and Oppor- 
tunities.” 

President King was toastmaster of 
the banquet. The speakers were Joseph 
C. Behan, superintendent of agencies of 
the Massachusetts Mutual Life, and 
Michael Kley of the immigration bureau 
of the Metropolitan Life, New York 
Lawrence Priddy was also called on and 
spoke briefly. 

eo. &.*2 

Fla.—Duncan Curry of the 
Victory Life was appointed chairman 
of a committee to draft a constitution 
and by-laws for the Tampa association 
which is being formed here. Other mem- 
bers of the committee are M. R. William- 
son of the Metropolitan, D. H. Atkins, 
Fidelity Mutual, E. P. Breckinridge, 
Volunteer State, and T. J. Miles, Guard- 
ian Life. 


Tampa, 


x * * 

Richmond, Va.—The Richmond asso- 
ciation resumed its activities Oct. 21 fol- 
lowing the summer vacation period. 
N. D. Sills, general agent for the Sun 
Life of Canada, a former national presi- 
dent, outlined purposes and plans of the 
American College of Life Underwriters. 
R. B. Harris, head of the school of busi- 
ness administration of the University of 
Richmond, made a talk in which he 
asked the cooperation of Richmond 
underwriters in his efforts to make his 
course in life insurance salesmanship as 
practical as possible. He suggested that 








some of the leaders in the business 
might help the cause by addressing his 
classes from time to time. He was as- 
sured that members of the fraternity 
would help him in any way possible. 

J. C. Bristow, general agent for 
Home Life of New York, was elected a 
member of the executive committee suc- 
ceeding E. Mulford Crutchfield, general 
agent for the Equitable of New 
who resigned recently. 

*x* * * 

San Francisco—The first meeting of 
the San Francisco association under the 
new administration was held Thursday, 
Oct. 27. 

Dr. Chauncey J. Hawkins, well known 
lecturer, was scheduled to be the prin- 
cipal speaker. Ottocar H. Martinson, 
chairman of the program committee, 
planned to hold a short “open forum” on 


future programs during the meeting 
The members were requested to bring 
guests and ladies and arrangements 


were made for dancing after the meeting. 
SS 

Chicago—Nov. 3 is the date set for the 
fall “roundup” of the Chicago associa- 
tion, to be held in the LaSalle hotel. The 
meeting will be an all-day affair, one of 
the largest and most important the asso- 
ciation has conducted. Prominent speak- 
obtained for 


ers, as follow, have been 

the meeting: Alfred Hurrell, vice-presi- 
dent and general solicitor of the Pru- 
dential; Dr. Griffin M. Lovelace, third 
vice-president of the New York Life; 


K. A. Luther, vice-president of the Aetna 
Life, who will open the meeting; Tress- 
ler W. Callihan, educational director of 
the John Hancock Mutual Life Nathaniel 
Seefurth, Chicago expert on business in- 
surance; Frank M. See, St. Louls mana- 
ger of the Union Central Life, who will 
close the meeting. Mr. Lovelace will 
speak on “The Use of the Imagination 
in Selling Life Insurance.” Mr. Luther's 
subject is “The Successful Life Under- 
writer.” Mr. Callihan’s subject is “A 
Complete Program of Life Insurance 
Protection.” “The Three Steps in a Bus- 
iness Insurance Case” is Mr. Seefurth’'s 
subject. Mr. See will repeat the address 
that attracted so much attention at the 
recent Memphis convention, “Life Insur- 
ance for Family Protection.” 

To attract attention to the meeting the 
association has gotten out posters 
planned on the western cattle roundup 


idea. The slogan of the meeting is 
“Put More Beef Into Your Sales.” 
* * * 

Philadelphia — Speaking before’ the 
Philadelphia association on “Shake 
Hands With H. N.” at its meeting last 
week, Griffin M. Lovelace, third vice- 
president of the New York Life, said 
that a knowledge of human nature and 
especially of the importance of the in- 


stinct of self preservation was essential 
in selling life insurance. Benjamin H 
Ludlow, formerly head of the Welfare 
Drive, and Albert B. Kelley, trustee of 
the National Fund for Blind Underwrit- 
ers, also were speakers at last week's 
meeting. 
: 2 2 

Indianapolis—The next monthly meet- 
ing of the Indianapolis association will 
be held Nov. 4 when the American In- 
stitute of Actuaries is in session in In- 
dianapolis. 


* * * 
Fort Wayne, Ind.—The third annual 
sales congress of the Fort Wayne as- 


sociation was held Saturday. The meet- 
ing opened with an address of welcome 
by Waldemar E. Eickhoff, president of the 
association. William F. Kramer of the 
Phoenix Mutual spoke on “The Clean-Up 


Fund”; Ernest A. Crane of the North- 
western Mutual on “The Family In- 
come”; Basil H. Niedham of the Mutual 


Life of New York on “Education,” and 
Hollis Logue of the Connecticut General 
on “Old Age Retirement.” A general 
discussion of insurance problems fol- 
lowed. A. H. Kollenberg, business in- 
surance specialist of Grand Rapids, 
spoke in the afternoon on “Business Life 
Insurance.” Following this was an open 
forum for the discussion of new selling 
ideas. A banquet was held in the even- 
ing with Mr. Eickhoff as toastmaster 


Rev. A. J. Folsom, pastor of the Ply- 
mouth Congregational Church, spoke at 
the evening session on “The Idea of 
Progress.” 

«x a os 


New York—tTressler Callihan, educa- 
tional director of the John Hancock Mu- 
tual, and John W. Yates, general agent 
at Detroit for the Massachusetts Mu- 
tual, will be the speakers at the next 
regular monthly dinner meeting of the 
New York association Nov. 9. Secretary 
McKenzie announced that a call has been 
issued for a meeting later this week of 
all general agents, managers and sup- 
erintendents in the metropolitan district 


the 


York, | 











You Can Sell 


Continental Policies because they 
cover all lines of modern Life 
Insurance, including 


Participating 

Non-Participating 

Non-Medical 

New Policies for Children on Annual Dividend Basis 
Business Policies 

Sub-Standard 

Accident & Health 

Group 

Salary Savings 


Disability Benefits, Dismemberment Benefits, Major Sur- 
gical Operation Benefits, Double Indemnity. 

Age Limits Birth to 65, Full Insurance Benefits from 
Age 5. 

All Non-Participating Life and Endowment Policies may 
be exchanged for annual dividend policies at end of 
twenty years without additional cost. 

Favorable Rate of Interest allowed on trust funds and 
instalment settlements. 


for General Agents 
our 36 states. 


We have openings 
at various points in 


Write us frankly what territory you would like, 
and we will let you know whether it is open. 


Agency Department 


Continental Life Insurance Co. 
Saint Louis 
Ed. Mays, President 














lead to ambitious destinations. 
joining the great procession that moves along the highway 


t 


The Liberating Highroad 


Byroads may be peaceful pathways, but they do not 
Fear keeps many from 


o success, They mistakenly fear they lack ability, and! 


they shelter themselves in a salaried position whose future 
is not satisfyingly bright. 
a liberator of such men. 


Life insurance salesmanship is 
Cast out fear, have faith that you 


| 
| . 
are as capable as other men, learn how fine an opportunity 


life insurance provides, and then leave the byway for this 
highway on which thousands and thousands are happily 
and safely traveling. 


Confer with the nearest Penn Mutual General Agent, 


or write direct to our Home Office, if you are ambitious, in- 


dustrious, and desire success. 


| The Penn Mutual Life Insurance Company 


Independence Square, Philadelphia, Pa. 
Founded 1847 
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COMPANY 


CHICAGO 


Executive Office: Jacksonville, Illinois 


Life ‘ Health ‘ Accident 








GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 
ATTRACTIVE GENERAL AGENCY OPENINGS IN TEXAS 


Now available with this Progressive California Company in 
connection with its plan to establish Direct General Agencies 
in Houston, Dallas, and other large cities in that field. Very 
liberal contracts and fine line of policies. Applications now 
being considered from men of successful experience and satis- 
factory records. If interested write or wire. 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 











COMPLETE COVERAGE | 
FROM A SINGLE SOURCE 


Life Health Accident 
Life Policies—Disability Policies—Accident 
Policies 


Sub-Standard Standard Super-Standard 


One Contract 
Group Protection 





One Correspondent 
11 H & A Forms 


One Company 
45 Life Plans 
WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michigan, 

Pennsylvania, West Virginia, Texas, Oklahoma, California, Illinois, Iowa. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 
COLUMBUS, OHIO 














You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 


During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 
ance field work are invited to apply to 
The Mutual Life Insurance Co. 
of New York 


3% NASSAU STREET NEW YORK, N. Y. 




















to discuss the problem of finding an 
auditorium large enough to take care of 
all underwriters who desire to hear the 
remaining addresses in the free series of 
educational meetings scheduled by the 
association in the next few months. The 
first meeting last week proved so popu- 


lar that more than 1,000 persons were 
turned away. 
* * * 
North Texas—Roger B. Hull, the new 


National As- 
spoke 


director of the 
sociation of Life Underwriters, 
before the North Texas association at 
Dallas, Wednesday noon. A number of 
the American Life Convention people at- 
tended on invitation from Orville Thorp, 
Texas manager of the Kansas City Life. 

Mr. Hull said this country is facing a 
new industrial system. There is a new 


managing 


N a recent newspaper article, the 

Honorable H. L. Mencken, in dis- 

cussing the training of a writer, em- 
phasized the essential factor of reality 
—the need of the writer, in giving vent 
to his imaginative impulses, to confine 
its scope to that which he knew by ex- 
perience. Mencken cited the late Joseph 
Conrad, writing that when Conrad told 
of his days (actually spent) at sea, he 
was superb, but in writing of English 
drawing rooms (in which he had spent 
little time) even with a collaborator to 
help him, he became only absurd. 


Need Broad Knowledge 


In the life insurance business there 
is nothing so like the striking of a 
cracked bell as the effort of a field man, 
wondering if he can meet his next 
month’s bills, trying to intelligently dis- 
cuss with a millionaire the advantages 
of life insurance in its relation to real 
estate, stocks and bonds, income taxes, 
class legislation, socialism, communism, 
interest yield, and all the other sources 
of concern and worry to the man of 
means. 

Someone has said the best way to 
make a friend is to be one. The best 
way to make sales with men of respon- 
sibilities is to be a man of responsibil- 
ity. 

We are living in an age of means— 
the wealth of this nation per capita is 
higher than any other in the world. The 
number of men who enjoy incomes 
ranging from $10,000 to $1,000,000 per 
year is greater than ever in our history 
and promises to increase apace. 

The function of life insurance has 
broadened with our prosperity. As a 
cushion for major losses arising through 
death, perpetuator of incomes, creator 
and conserver of estates, it has no 
equal. 

To win the man of means, intensely 
interested in defeating the hazards so 
well vanquished by life insurance—the 
agent must himself realize the risks 
confronting the man of means—that he 
may speak convincingly, he must have 
something himself to lose—in case of 
death. 

There is no more ready convert to so- 
cialism or communism than the man 
who has nothing, except the man who 
never expects to have anything. There 
is no man so ready to divide as the man 
who has nothing to share. 

There is no man so ready to fight as 
the man who has skimped, saved and 
acquired a home, bonds, stocks or other 
things worth money. 


Must Organize Mind 


Making a sale is a matter of knowing 
what’s in the other fellow’s mind. If 
you have nothing, you are “at sea” in a 
big case because you do not compre- 
hend possessions as they figure in the 
thoughts of the man who possesses. 

To comprehend the factor of taxes, 
you must own that which is taxable. To 
comprehend the factor of interest, you 
must own something which pays inter- 
est or owe something which compels 
you to pay interest. To comprehend in- 


terest yield, amortization and other fac- 


' surance 





| The principal speaker will 





into 
golden 


professional philosophy coming 
being. He believes there is a 
opportunity before life men. The work 
is reaching a higher level. There is a 
chance for great achievement ahead. The 
American College of Life Underwriters 
with its certificate will result in greater 
efficiency and higher standards, he 
stated. It is the first tangible step to- 
ward better things in life insurance field 
work. He urged the agents to get back 
of the association program with en- 
thusiasm and devotion. 

x * * 

Los Angeles—In lieu of the usual din- 
ner-meeting the Los Angeles association 
will hold a luncheon-meeting Nov. 7 
be Judge J 

will discuss “Com- 
Interests and Life In- 


A. Bledsoe, who 
munity Property 
Trusts.” 








| THE LIFE UNDERWRITER AS A BUSINESS MAN | 








By WALTER E. WEBB 
Vice-President National Life U. 


S. A. 
tors of investment to the man of means 
—you must have enough invested so 
that you realize the necessity of know- 
ing how these factors affect your secur- 
ity and your income. 


Common Understanding Needed 


To visualize the beauty of life insur- 
ance to preserve the home, you must 
have a home yourself that you wish to 
preserve. If you live and are satisfied 
to continue in a three-room kitchenette, 
moving May ist and/or October ist 
each year, throwing a bunch of rent re- 
ceipts out the window as you leave, your 
talk of “lifting” mortgages with insur- 
ance policies lacks the ring to the man 
who loves every nook and corner of his 
home, however humble, because he 
bought and paid for it. If you live in a 
kitchenette—you may kick at the radio 
downstairs because you hear it—but you 
laugh at the landlord, Ole Oleson, when 
he complains of his taxes, depreciation, 
interest, and what not—because you 
don’t own the building. 

Stock prices, Federal Reserve Bank 
statements, movements of gold, the ton- 
nage of the steel corporation—all things 
of interest to the man of means—are 
merely empty phrases to the man who 
has nothing. To win the man of means 
you must speak his language sincerely. 
You cannot do that if you have not ex- 
ercised your acquisitive instinct. Your 
whole outlook on life is different and it 
will be revealed in your sales presenta- 
tion, your bearing, and everything else. 

Normalcy Is Essential 


The life insurance man, destined to be 
a man of men in his business, will be as 
other men among men out of his busi- 
ness. He will be a home owner, a nor- 
mal citizen of his community, interested 
in and affected by the same economic 
factors which beset the lives of men of 
means. He will think alike with them 
because he will live alike with them. 
They will think of him as one of them 
because he will be one of them. 

The principles underlying success in 
life prevail as definitely in the life in- 
surance business as in any other busi- 
ness. The life insurance business is not 
a thing apart, but is integral to the busi- 
ness life structure as a whole. The life 
underwriter who is successful is becom- 
ing a director and stockholder in banks 
and other enterprises, active in civic af- 
fairs in his home community, a member 
of organizations—for purposes other 
than just to get some business. The 
successful underwriter enjoying re- 
spect because he merits it by becoming 
interwoven in the prosperity fabric of 
business and family life and occupying a 
place with others engaged in honorable 
pursuits. He talks business and does 
business with men of means, negotiat- 
ing with them on a par, not as an out- 
sider, because he is of them, not merely 
amongst them. He is not on the out- 
side looking in, to see if he can get an 
application, but rather one of their own 
kind, a first class underwriter engaged 
in a first class business, conducting his 
business as they conduct theirs, and 1s 
accepted accordingly. 
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Are You 
from 


yeDOOnNS 


Do You Want 
a General 
Agency There? 


E are looking for 

men capable of han- 
dling general agencies in 
Missouri cities. 


Exceptional opportunities 
are offered to men who 
can convince us of their 
ability to handle the prop- 
osition. 


Our organization is now 
aggressively pushing for 
business. You will find 
life and enthusiasm in the 
company. You will lack 
nothing in the way of 
home office cooperation. 
We are small enough to 
be close to our general 
agents and large enough 
to make representation 
worth while. If this in- 
troduction to our proposi- 
tion appeals to you write 
for the rest of it. Address 
C-42 Care of The Na- 
tional Underwriter. 























CONTROVERSY OVER LIFE 
INSURANCE BEFORE COURT 


FILE SUIT OVER BIG POLICY 
Change of Beneficiary Raises Issue on 
$250,000 of Insurance 
Already Paid 





Suit to recover $250,000, said to have 
been paid to Davis Islands, Inc., has 
been filed in the United States district 
court at Jacksonville by the D. P 
Davis Properties Company against the 
Victory National of Tampa This 
amount represents an insurance policy 
on the life of D. P. Davis, Tampa, de- 
veloper, who was drowned a year ago 
while returning from Europe on the 
Majestic. Davis Islands, Inc., is now 
owned by Stone & Webster. 

The D. P. Davis Properties Company 
was originally the beneficiary of the 
big policy, and in the bill of complaint 
it is alleged that Davis was unduly in- 
fluenced to sign a paper changing the 
beneficiary of the policy. To collect the 
monev the action asks that a judgment 
be allowed against the insurance com- 
pany and a lien upon the properties of 
Davis Islands at Tampa, upon which 
development, the suit alleges, the money 
has been spent. 

Officers of the Victory National de 
clare the company to be merely a formal 
defendant in the suit. The D. P. Davis 
Properties originally was the  benefi- 
ciary, but Mr. Davis changed the bene- 
ficiarv to the new company of which D 
P. Davis Properties owned 49 percent 
stock The monev was paid 
shortly after the death of Davis. Off 
" 


of the 


cials say there is no liability on the 


part of the insurance company 


NEW MANAGERS’ VOLUME OUT 


Fifth in Series of Publications of Life 
Insurance Sales Research 
Bureau 


HARTFORD. CONN., Oct. 26.—Vol- 
ume V of the “Managers Manual” has 
been published by the Life Insurance 
Sales Research Bureau of Hartford. The 
3ureau has just completed a study of 
conservation from the field angle, during 
which its staff interviewed managers 
and general agents in many cities. Sev- 
eral months were spent in the field, dur- 
ing which not only managers and gen- 
eral agents, but agents and policyholders 
were interviewed in order to determine 
the basic influencing the lapse 
rate of an agency. In a composite story, 
weaving in all points found in this exten- 
sive study, the Bureau tells what it has 
found on the places in which managers 
and general agents may wield a power- 
ful influence in connection with the uni- 
versal problem of conservation 

The Bureau states that the atmosphere 
of permanency which surrounds an 
agency determines to a large extent 
lapse rate. This idea of permanence is 
carried through all of the important 
operations of the manager, commencing 
with the problem of selecting agents who 
are likely to remain in the 
and following through, training, super- 
vision, and stimulation; and even going 
so far as to suggest what cooperation 
should be maintained between agents 
and agency office This timely and 
thought-provoking volume is a construc- 
tive addition to the series known as the 
“Managers Manual.” 


causes 


business 


Connecticut A. O. U. W. 


According to a valuation made bv M 
M. Lawson & Son the A. O. U. W. of 
Connecticut is solvent on the American 
tax reserve basis by a margin of $2,483 
The present value of future net con- 
tributions is $1,419,313 and the admitted 
assets $1,228,788, making a total of $2,- 
648.102. The “present value of prom 
ised benefit” is $2,630,819 and other lia 
bilities $14,799, or a total of $2.645.618; 
making the ratio of assets to liabilities 
100.09 percent. This is as of date of 
Sept. 8, 1927. 


LIFE INSURANCE EDITION 
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COAL MINE OPERATORS 
WORK OUT NOVEL PLAN 


| USE NEW INSURANCE FEATURE 

| Group Life and Group Disability Re- 

placing Compensation in Some 
Kansas Risks 


| FOPEKA, KAN., Oct. 27.—A new 
development in workmen's compensation 
protection is just coming into operation 
in Kansas. The compensation division 
| of the Kansas public service commis- 
sion has announced its approval of the 
plan but there is considerable doubt as 
to whether the plan will work. Some 
of the small coal mine operators whose 
rates for compensation insurance were 
| rather high worked out the plan. If it 
| is successful the plan is likely to be- 
come quite general among small em- 
ployers as it actually works to reduce 
their insurance costs and if it provides 
adequate protection to the employes the 
state is preparing to accept the plan 
The coal mine operators are taking 
out group insurance for all their em- 
They take out life insurance up 
| to the limit of the plan, which would 
pay $3,800 to the employe and they also 
take out accident insurance for approxi- 


' 
pioves 


Then they buy catastrophe in- 
surance as general protection. The 
plan, as it appears on paper, enables 
the small coal operators to secure in- 
surance for approximately 80 percent of 
compensation liability 
commission 


ployes 


the prospective 
Then they go before the 
and submit these life, accident and catas- 
trophe insurance policies and seek au 
thority to operate under the self-in- 
surer sections of the compensation law 
The commission has formally approved 
a few of these contracts and is watch- 
ing the operation quite intently to see 
how it works out 

The three forms of insurance which 





ve coal operators secure cos then 
| approximately one-half the rate for 
straight compensation insurance at the 
present schedule. The difference is so 
great that the employers feel that they 
can afford to pay the 20 percent not 
covered by the group policies and thus 
give their employes the same protec- 
tion as if full compensation coverage 
were placed 

The plan seems to provide an inter 
esting experiment in protecting the 
workingman in a particularly dangerous 
industry. If it works in that industry 
there are many other employers who 
will seek to change the plan of their 


insurance to the cheaper form and the 
approval of the commission may be ex- 
pected so long as the workmen are pro- 
tected and fully paid as the law contem- 
plates 


“Old Sox” Discusses Advertising 
4 new book on advertising, which 
will prove of interest and amusement to 
insurance men who are interested in 
| advertising, has come from the press of 
the Consolidated Book Publishers of 
Chicago under the tithe “Old Sox on 
Trumpeting.” The book is a satire on 
| advertising as it is conducted today and 
publicity methods in general It is 
characterized as a_picture of “trumpet- 
ing” in old Athens, and in this setting, 
the vigorous roar of the modern adver 
tising trumpet is heard throughout 
The author is E. T. Gundlach, a prom- 
inent advertising agency man who has 
his own advertising agency in Chicago 
and is well known throughout the coun- 
try. Mr. Gundlach knows whereof he 
speaks and gives authoritative criticism 
through this satire of some of the high 
pressure advertising systems now in 
vogue. It is an odd book, yet a serious 
satire which attacks the alleged “bunk” 
in advertising 


The State Mutual Life of Massachu 
setts has announced that it will hold its 
1928 agency convention at Bluff Point 
on Lake Champlain in New York, June 

| 26-28. 


mately the average wages of the em- 
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PROVIDENT BUILDING 


Forty Years Old 
This Year 


Such is the Provident. 
Founded in 1887, every 
passing year has contrib- 
uted its rich seasoning of 
experience to the greater 
usefulness of this old, re- 
liable company. 


And Yet— 


today, with an operation 
that is national in scope, 
with more than 250,000 
policyholders and with 
stability, prestige and in- 
fluence firmly established, 
the Provident is forging 
forward with all the vigor 
and vision of eternal youth. 


The Twrites PROVIDEN 


Ordinary Life Insurance 
and Accident and Health 
Insurance on the Commer- 
cial, Monthly Premium and 
Pay Order Plans. 


General Agency Openings 
in 


lou a 
/llinots 
Indiana 
Ohio 
and 


Pennsylvania 


Write today for particu- 
lars about our liberal 
agency contracts. 


Fee DROVIDENT LIFE 


and ACCIDENT INSURANCE 
~ COMPANY 


of ¢ hattanooga Tenn 
IRS? cents wee 192 7 
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SEE LIFE INSURANCE 
RECOVERED FROM LULL 


(CONTINUED FROM PAGE 5) 
Vermont, newly appointed life insurance 
trust officer of the Equitable Trust of 
New York—‘“The life insurance business 
for the remaining months of the year 
should show a considerable increase over 
last year’s production figures. The large 
number of inquiries made of the life in- 
surance trust department since its or- 
ganization on Aug. 15 has been highly 
gratifying, and there can be no doubt 
that great public interest has been 
aroused by the advertising and the pub- 
licity given the new department by the 
trust company. This public interest is 
sufficient to make me believe that the 
life insurance trust business will show a 
marked increase and, as a natural con- 
sequence of that, increasing amounts of 
insurance will be written.” 

R. H. Keffer, recently appointed gen- 
eral agent here of the Aetna Life— 
“While I have not been in New York 
long enough to set myself up as a 
prophet or an expert on local conditions, 
I see no evidence anywhere about me 
of a depression in the life insurance 
business, and I see no good reason why 
one should come. In fact, I find things 
booming. On the first day I succeeded 
Mr. Eubank, the office did over $225,- 
000 of business, which is surely nothing 
to complain of.” 

Recover from Lull 


John C. McNamara, general agent 
here of the Guardian Life—‘“Life insur- 
ance sales are recovering from the gen- 
eral summer lull, which was occasioned 
more by the absence of the personnel of 
the various offices because of vacations 
and conventions, etc., rather than by any 


general decline in production due to 
business conditions. Collections con- 
tinue good with lapsations relatively 


low. Despite a somewhat less produc- 
tion in some companies for the year to 
date, the increase in lives has been good, 
suggesting that there has been a lesser 
number of large cases. We see no con- 
ditions which should militate against ex- 
cellent business for the balance of the 
year. Despite unfavorable conditions in 
some industries, good sales direction will 
make and keep the outlook entirely 
satisfactory.” 





FINANCIAL SECTION IS 
ORGANIZED AT DALLAS 
(CONTINUED FROM PAGE 3) 


statutes relating to investment of life 
insurance funds, Judge Hinebaugh con- 
cluded: 

“It would seem to be the need of the 
hour to make an effort to secure legisla- 
tion in every state through the coopera- 
tion of the insurance department such as 
has been secured in Missouri, Washing- 
ton, West Virginia and Connecticut. If 
that is not possible, then an effort should 
be made to obtain more liberal construc- 
tion of the various statutes by insurance 
commissioners to the end that the large 
number of farms now owned and con- 
trolled by life companies may be dis- 
posed of without ‘unreasonable delay 
and to the best advantage of the com- 
panies.” 

Eckert Discusses Mortgage Loans 


Walter H. Eckert, general counsel of 
the Federal Life, read a paper on “Real 
Estate Mortgage Loans” in which he 
traced the history of the mortgage from 
Biblical times to the present and made 
an exhaustive analysis of modern logn 
trends in the life insurance invesfnient 
field. 

He gave it as his opinion that the 
small one-space or two-family dwelling 
occupied by the owner is the best type 
of improvement on which to lend money. 
“Statistics show,” he said, “that many 
people who for years have been in the 
habit of dissipating their income become 
most thrifty on the purchase of a home. 
The only serious danger of loss on this 
character of investment arises during a 
period of general depression, when the 
main support of the family is forced out 








PROCEDURE IN ADMINISTRATION OF | 











| ESTATES UNDER OHIO LAWS EXPLAINED 





with many prospects and is discuss- 

ing with them the condition of their 
affairs at the time of their death, a sub- 
ject which at least three out of four 
never advise upon with anyone else. All 
men, whether they are well-to-do or have 
but little, should consult with their attor- 
neys on this most important subject, and 
life underwriters should encourage them 
to do so. THe NATIONAL UNDERWRITER is 
presenting a series of articles on the 
settlement of estates to give its readers 
a background of understanding of that 
subject, both for the benefit of their 
prospects and for themselves in urging 
adequate insurance protection. These 
articles are based on the law of Ohio 
and therefore do not exactly apply in 
other states. The editors wish in these 
articles to give only a popular treatment; 
they are not intended to make lawyers 
out of life insurance men. The first of 
these articles concerns the procedure in 
the administration of an estate under 
the Ohio law. 


Definitions of Terms 


The probate court, or, as it is variously 
called in some states, the surrogate 
court or the orphan’s court, has juris- 
diction over the distribution of a man’s 
estate after his death. It is responsible 
for carrying out the will of the deceased 
or, if there be no will, to see to it that 
the distribution is made as the law of 
the state provides. If the will is invalid, 
or is set aside, its procedure is the same 
as though there had been no will. When 
a man or woman leaves a will, he is said 
to die testate; without a will he is in- 
testate. The person or persons named 
in the will to carry out the wishes of the 
testator or maker are called executors. 
If the dead man is intestate the person 
or persons appointed by the judge of the 
probate court to carry out the distribu- 
tion are termed administrators. The du- 
ties of the executor and the administra- 
tor are the same. Hence the term 
administrator will be used frequently 
when describing the functions of both. 


Steps in Filing Will 


A will is without effect until the 
“breath passes from the body” of the 
testator. It becomes an official docu- 
ment as soon thereafter as it has been 
duly probated or approved by the pro- 
bate judge. The first step is to obtain 
an application form for its admission to 
probate which states the date of death, 
the name of the decedent, his residence, 
an estimate of the amount of his estate 
including real estate and personal prop- 
erty, and the name of the widow or wid- 
ower, the names of the children and of 
the next of kin with their addresses. 
The person filing the will may be the 
surviving spouse, an heir, a creditor or 
the representative of any one of them. 
A hearing is granted on the application, 


Twit life insurance agent is in touch 





which the court grants and to which the | 


witnesses to the will are summoned, as 
well as the interested parties. 


Establish Authenticity of Will 


At this hearing the judge asks formal 
questions designed to establish the au- 
thenticity of the wilf. He inquires par- 
ticularly of the witnesses regarding the 
conditions of the signing. If everything 
appears to be in order and having deter- 
mined that the witnesses saw the testa- 








of emplovment for a long period.” 
Robert J.; Meffill, vice-president of the 
United” Life’ *& Accident, discussed 
“Some Mortgage Problems.” His thesis 
was embodied in the statement: 
“Primarily the problem of the mort- 
gage as an investment for insurance 
companies does not differ from that of 
other lines of investment. All anyone 
wants of any investment is ample secur- 
ity and generous yield. The trouble 
comes in the application of this simple 
principle to individual offerings.” 


| permitted an 





tor and each other sign the will, and 
having satisfied himself that no undue 
influence or coercion had guided the 
action of the decedent, the judge admits 
the will to probate, this being the ex- 
tent of the court’s interest in this direc- 
tion. If it is not properly drawn ac- 
cording to the statutes, it is set aside 
and distribution is ordered according to 
the plans stipulated by law. Any con- 
test to the will is made through the 
common pleas court which has juris- 
diction over such a case. In event of a 
contest, the probate court holds up all 
progress of distribution until it is ad- 
vised of the decision of the common 
pleas court. If for any reason the pro- 
bate court can not function because of 
illness of the judge or otherwise, the 
common pleas court may assume the 
duties of the former, the records how- 
ever being kept with those of the pro- 
bate court. 
Determines Bond Requirements 


The judge determines the bond re- 
quired of the executor. It is based on 
the estimated value of the estate, its 
amount being double the worth of the 
dead man’s property. If the estimate is 
too low it may be increased later. Either 
securities to the amount of the bond 
may be deposited with the court, the 
usual procedure in smaller communities, 
or a surety bond is given. The latter 
is gaining in preference, especially in the 
larger centers. The testator frequently 
requests that no bond be required of 
the executor. It is in the power of the 
judge to observe or refuse this request, 
his decision being based on the condi- 
tions surrounding the entire estate, its 
value, the heirs to be considered and 
the interests of creditors, as well as the 
capabilities of the executor. 

Similar steps are taken if the decedent 
is intestate, except that the judge ap- 
points an administrator, or administra- 
tors, who shall be chosen from the fol- 
lowing people, in the order named: Sur- 
viving spouse, one or more of the next 
of kin, one or more of the principal 
creditors, and such other persons as the 
judge may deem fit. The administrator 
so appointed files an affidavit that, to 
his knowledge, there is no will. After 
he has given bond the court issues let- 
ters testamentary, also called letters of 
administration, to administrator or ex- 
ecutor giving them full authority to 
proceed. 

Makes Inventory of Estate 


The administrator at once makes an 
exact inventory of the estate, the values 
being determined by a committee of 
three appraisers appointed by the court, 
reporting it to the court within 30 days. 
Title to real estate passes at death to 
the heirs, but with a string tied to it. 
The personal property passes to the ad- 
ministrator, to be held by him in trust. 
His first duty is to possess himself of all 
such property, having recourse to the 
law if necessary. He has full authority 
to receive all payments, his rights being 
assumed to be the same as those of the 
decedent. He theoretically turns all 
property in his control into cash. He 
sets off an allowance if there is a widow 
or minor or minor children, the amount 
of this being sufficient, in the judgment 
of the appraisers, for them to continue 
in their style of living for a period of 
one year. The widow or children are 
additional exemption of 
$500 worth of personal property such as 
household furniture, books, animals, etc., 
or, if there are no such possessions, then 
that amount in cash. Creditors have no 
rights to participate in these allowances. 

Claims against the estate by creditors 
are filed with the administrator. They 
should be supported by detailed state- 
ments and by affidavits. Such claims 
may be rejected by the administrator or 
upon the request of an heir, in which 
case the creditor has six months in 
which to file a suit to establish validity. 

Having possessed himself of all per- 





sonal property, and all claims, the ad- 
ministrator, if there be no will, may pay 
out claims at the end of six months. If 
there is a will, the executor waits a year 
before settling them. Having ascertained 
that the proceeds of the personal prop- 
erty will not satisfy the creditors, the 
administrator applies to the probate 
court for authority to sell the amount 
of the decedent’s real estate necessary 
to raise thé additional money. If this 
does not supply sufficient funds, the 
claims are settled in the ratio of the 
total assets to the total claims. 

No suit for the collection of any 
claims may be brought for a period of 
one year. If however, a claim against 
the estate does not mature until after 
this period, the claimant must enter a 
statement regarding his interest and the 
administrator makes due allowance for 
it in his settlements. 

While definite periods of time are 
fixed in which to discharge the entire 
transactions of the estate, the court may 
upon application to it extend that period 
in its judgment. Estates that are large 
in size and extent, and that have unusu- 
ally complicated situations will often re- 
quire longer than stipulated in the law. 
Under such conditions the administra- 
tor is required to account once a year 
to the court and more often if the court 
requests. Upon the settlement of the 
account satisfactorily to the court, the 
balance of the estate in the hands of the 
administrator, called the distributive 
share, is distributed according to the 
terms of the will, or of the law, to the 
proper heirs. 


Administrator’s Fees 


The fees allowed the administrator or 
executor are on a percentage basis, be- 
ing 6 percent on the first $1,000, 4 per- 
cent on the next $4,000 and 2 percent 
on the balance of the estate. It is within 
the discretion of the court to allow a 
larger fee if the work entailed justifies 
it. The administratcr’s attorney's fees 
are about equal to those due the admin- 
istrator. The same person may act both 
as administrator and attorney. There 
are minor fees, usually amounting to $25 
to $30 for filling, bonding, transfers, and 
final accounting. Fees are not allowed 
on real property, except such as is sold. 
These fees come ahead of those of gen- 
eral creditors in the settlement. 

It is interesting to note the distinc- 
tion between real and personal property. 
Real estate is defined to be land and 
anything that is attached to it, as a 
house. This includes minerals not yet 
mined, but does not include those which 
have been detached and are awaiting 
shipment to a market. Everything 
else, including household possessions, 
monies, merchandise, stocks, bonds, 
promissory notes and mortgages, is per- 
sonal property. 


LEGAL SECTION MEETS 
AND ELECTS OFFICERS 
(CONTINUED FROM PAGE 3) 
in Indiana, Illinois and Kentucky. The 
paper was discussed by Paul E. Price, 
counsel for the Old Colony Life, Chi- 
cago. 

Francis J. Wright, assistant counsel 
Midland Mutual Life, spoke on the ques- 
tion of when a court is justified in di- 
recting a verdict for the defendant in- 
surance company in a suicide case. He 
said 

“A review of the cases discloses that 
the companies have almost without ex- 
ception requested directed verdicts on 
the issue of suicides. In relatively few 
cases have the companies been success- 
ful. In those cases where the issue of 
suicide has been submitted to a jury the 
insurer is rarely successful. This is no 
reflection on counsel for the companies. 
The sympathy of jurors for the bene- 
ficiary and, to some extent, a prejudice 
against insurance companies, is re- 
sponsible for this condition.” 

Eugene J. McGivney. general counsel 
of the Pan-American Life, discussed the 
paper presented by Mr. Wright. 

Claris Adams, secretary and general 
counsel of the convention, read a “Re- 
view of Current Life Insurance De- 
cisions.” 
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h d { Us) Lif | T | company and in another the insurance | funds secures a very high degree of 
Met oas O sing we insurance rust company. An examination of the fol- | safety. 


lowing points will assist the agent in Methods of Handling Differ 


As Means for Conserving of Insurance _ éetermining’ this question. Gi att dis niet dienes cai 
Estates Reviewed by Legal Authority) "rss Compan Preferame ore inoaeten Se Se Soe © Ss 


There appears to be little doubt that | fund is treated. The trust company in- 
on one score the life insurance company | vests a particular fund in one or more 
is preferable as a trustee. Its large | investments and that fund must stand 
T rece trend in life insurance during | desire a flexible trust in which the | assets allow for wide diversification in | or fall with the investment. The trust 


BY C. H. VOORHEES 
Attorney, Connecticut General Life 


recent years has been away from | trustee is to exercise discretion and pay, | investments, which conduces to safety | fund is not a part of the general assets 

lump sum settlements of policy pro-| or not pay, depending on future condi-| of principal. With large assets to invest | of the company but stands separate and 
ceeds, and toward the use of the life | tions and circumstances? and reinvest, the average life company | distinct from such assets. On the other 
insurance trust as a means of conserv- Is he concerned primarily with satiety | can afford to engage the best brains | hand, each trust fund left with an insur- 
ing the insurance estate. Where there is | of principal or does he prefer a slightly | along investment lines. In addition, a | ance company becomes a part of the 
need for a life insurance trust, as there | higher income with slightly less satety? | life company is very carefully restricted | company’s general assets and loses its 
is in a high percentage of cases, should | What are the costs of administration,| as to the type of investments which | identity as a particular fund. If the 
the underwriter advise a trust company, | pro and con, between a trust company | may be made. The very common limit | insurance company should lose $10,000 


or should he suggest the insurance com-/| and his insurance company? What is| for investments in mortgages on real|on a particular investment, no one 
pany? The selection depends on the | the proven ability of his insurance com- | estate is 50 percent of its market value. | $10,000 trust fund would be wiped out, 
individual’s circumstances. pany and his contemplated trust com- | It is true that trust companies and / but instead the loss would be distrib- 

How much money has he? What| pany trustee as sound investors? Are} banks are as carefully restricted in the | uted over the company’s total assets. 


other estate has he, if any? How many | they headed by men who have proved | investments for trust funds as are life | These are so large that each individual 
dependents and who are they? Is there | their ability to protect principal and in-| companies of their assets. But it is | trust would hardly be affected. 

a reliable and strong trust company or | crease the yield of funds committed to | common practice to include in a trust The possible return from the fund left 
bank in his community? Will his de-| their care, and if so are they properly | agreement provision that the trustee | with the trust company is probably 
pendents remain there or move else-| training understudies who will continue | shall not be bound by these legal re- | higher than with the insurance company. 
where after his death? What kind of | their methods and success when the in-| strictions. It must not be inferred, how- | Tust as the losses incurred by an insur- 
an education does he desire for his chil- | sured’s funds are to be administered? | ever, that the trust funds with trust | ance company are spread over all its 
dren? Has he a well defined set of | On the answer of these questions should | companies are in serious danger of loss. | assets, so too are gains from favorable 
accomplishments for his insurance which | depend the selection of a trustee. On the contrary, as a practical matter | investments. If the trust company real- 
can be made by allocating certain sums No hard and fast rule can be laid| the judgment and care with which re- | izes large returns from some particular 
to certain persons or uses, or does he' down. In one case it will be a trust | liable trust companies handle their trust | fund, that fund gets all the benefit. It 














Central States Life The Direct Agency System a Success 


Insurance Company One Hundred Millions in Force 
SS THE COLUMBUS MUTUAL LIFE INSURANCE CO. 


The Third Ohio Company to Reach the Hundred Million Mark 


Agency Openings in 
g » Up g It took the first company thirty (30) years and the 


ARKANSAS MISSOURI second company twenty-eight (28) years to accomplish 
CALIFORNIA MONTANA what The Columbus Mutual has accomplished in nineteen 
COLORADO NEBRASKA and a half (1934) years. 


FLORIDA NEW MEXICO . 
IDAHO OKLAHOMA Our business has all been written direct through our 


ILLINOIS SOUTH DAKOTA own agents. THE COLUMBUS MUTUAL HAS PASSED 
IOWA TEXAS IN VOLUME FIFTY-SIX (56) COMPANIES ITS OWN 
KANSAS UTAH AGE OR OLDER and only one younger company has more 


MINNESOTA WYOMING business in force which did not combine with or reinsure 
other companies. 





S “TWO HUNDRED MILLION IN ’32” 


HELP WRITE THE SECOND HUNDRED MILLION 
All Ages up to 65 
Participating and Non-Participating 


Standard and Sub-Standard ote ° 
Disability and Double Indemnity é um us utua é 


Assets: $10,000,000 Insurance Company 


INSURANCE IN Force: $90,000,000 58¢ E. Broad Street, Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice-President and See’y. 
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M*™ M. Dawson & Son 


CONSULTING 
ACTUARIES 


W. 44th St. New York City 























a trust in which the trustee shall pay 
or not pay, depending on the fluctuating 
needs or conditions of beneficiaries. An 
insurance company must restrict itself 
to the payment of definite sums, to defi- | 
nite beneficiaries, on the occurrence of | 
definite events. 


Counsel Cannot Be Given 


On the score of the beneficiary’s ac- 
cess to trustee for counsel and advice, | 


plications’ written during the previous 
week for a total of $2,560,000. Those 
who spoke on the occasion and paid 
tribute to Mr. Knight’s achievements as 
a man and a general agent were Walter 
E. Barton and Paul S. Ranck, assistant 
managers of his agency: Howard Cox, 


| assistant secretary of the Union Central: 
=. J. Sisley, L. 
Ss. Myrick, New 
for the 
je 


A. Cerf and Julian 
York, general agents 


Travelers, Mutual --Benefit 
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which in many cases may prove very | Life and Mutual Life of New York, re- 
valuable, everything argues in favor of spectively, and Charles A. Foehl, man- 
the trust company as trustee. It is| ager of the Prudential, who began his 
t E S practically impossible for an insurance | insurance career 25 years ago under Mr, 
company to give advice or counsel to | Knight. 
beneficiaries, simply because the benefi- —_—-_—_ 
| ciaries are so distant. Even if contacts C. A. Wise Made Branch Head 
CALIFORNIA NEW YORK | were feasible, the insurance company is C. A. Wise. § a ical ait ah ; 
not eauipped to offer an appreciable aid | CA. Wise, formerly head of the new 
oodward, Fondiller and Ryan of this kind. : : _— 
Barrett N. COATES Consulting Actuaries | On the contrary, one of the most val- Trust Company, has _been appointed 
AP ; branch manager at Los Angeles of the 
Actuarial Service in all branehes of In- | uable contacts which the insured can : 
CONSULTING surance and for Pension Funds — Examina- a. an a i Bee so Rog Jefferson Standard Life. Harry Altman, 
Y tions and Appreisslo— Statistical Service and make for his depenc ent beneficiaries 1s J d 
ee eee oes ; : r., is made assistant manager of the 
354 Pine Street - - San Francisco managed under contract — Office Systems and with a sound, strong and sympathetic | pranch office. 
Reorganizations — Insurance Accounting and trust company. This is especially true 
75 Fulton Street = if the dependents require counsel on . . . , . 
financial problems aside from the trust. Big Policy on Missouri Pacific 
ILLINOIS Twe Trusts Advisable _ The Missouri State —e has written 
OKLAHOMA P A insurance approximatin 18,000,000 on 
ONALD F. CAMPBELL It seems that with an appreciable | employes of the Missouri Pacific Rail. 
¢ J. MeCOMB estate of life insurance one could very | road. The insurance will be extended 
Comet Tee e COUNSELOR AT LAW well create two trusts—one with a trust | to perhaps 9,000 employes in the me- 
190 N. La Selle St. ore JGONSULTING ACTUARY | company and one with an_ insurance | chanical department, and in a short while, 
Telephone 7288 Values, ete, Calculated. Valuations mpea su a pe Md it omg pth -— enete, nee every 
an minations Made. Policies as creating one satety func ne in- | employe of the railroa n addition to 
CHICAGO, ILL. and all Life Insurance Forms Pre- vestment fund. The safety fund with the | the s ht lif. li 
vel. The Lew of Yacusance © N e straight life po icies, approximately 
ssiaien. insurance company would guarantee the | $18,000,000 more insurance is embraced 
Colcord Bldg. OKLAHOMA CITY as - and the trust a in accidental death and dismemberment 
und would offer a greater chance of | policies, and a substantial amount of 
ENRY ss increased return, but with a commensu- | accident and sickness weekly indem- 
sane a F rate lack of safety. Certainly the two| nity coverage. The railroad will pay a 
175 ertstes fatale (CONT'D FROM PRECEDING PAGE) trusts are justified where the insured | portion of the premiums. 
. Jackson Blvd. I may also realize less return or none at has an estate other than life insurance scntanaiitimmasice 
all, and may even lose the principal. which he plans to trustee with a trust Shows Change in 35 Years 
The insurance company guarantees the | [ompany and does not desire to put all , . ss ‘ 
principal and a certain rate of income his eggs in one basket. Having pro- An item in the column “Just 35 Years 
A. GLOVER & CO. and must pay these so long as it is 7 against — —— a portion of a a hs _ sesentey spent a Mil- 
* Consulting Actuaries solvent. The trust company guarantees is insurance lett with the insurance . € paper was in ores ing to ite un- 
: —. - company, the balance might be added to | derwriters, as it shows the advance life 
neither principal nor income and may | +° : : — 
29 South La Salle Street, Chicago : Pose? 7 his other trust. insurance has made, especially in insur- 
y 
Bie Snswense Acseumtente lose the income or principal of any par- in auneeen 
Statisticians ticular trust fund and yet continue to be Minimum Must Be Set  smeemg Insurance” was the subject 
rosperous. ' = - 4 : 
ied : It seems advisable to set the mini- of a lengthy story in which it was 
Insurer Charges No Fee mum for the amount of insurance to | pointed out that two women sold policies 
aaa. The arguments here are all in favor be trusteed with a trust company at | tn oe eng snows foc an 00 A 
a ¢ : a i ton was “ Y 0 “ 
of the insurance company. This should $5,000, and only in rare cases should wenden ales aan ily me A 
HGH, DAVIS & HAIGHT, Ine. be kept in mind in considering the net | 2"¥, Sum less than $10,000 be so trus- | woman in Lhicago actually ta pepsin 
Consulting Actuaries an to the beneficiary. The usual| teed. The expense of administering such and her hubbie even more. Some com- 
} by the trust company is 2 per- | 2 ‘rust by a trust company would leave | panies were hiring women doctors to 
FRANK J. HAIGHT, President be ek . A al = P ~ Re al peat" such a small return that it certainly is | overcome the prospective customer's ob- 
INDIANAPOLIS gn. to 5 tT ercent a te Groce advisable to trustee these lesser sums | jections to an examination by a man.” 
Oo ah D D M . Th . . ree mav be dedt cted with the life company. Besides, one The paper comments that several 
mana, Weaver, Wes somes - ye te a | * ‘ee setiie with so little insurance is not very apt | Women in Milwaukee now have policies 
or dee poscnatoe a the principal to to have the necessities of life for his | for amounts in six figures and one or 
the beneficiaries. The income charge is beneficiaries adequately taken care of, | two have a million. 
ani on @ uke tater pay ment of in- | 2"4 it is therefore advisable to place this capesmognetcapae 
H Arey C, MARVIN come ‘to. beneficiaries. There is, of pong Pr as to om the maximum | Connecticut Mutual’s Record Production 
’ : oe ft satety of principal. . . 
s F , . by the | ° tety 0 } . . 7. 
Coming Atay course, no charge whatever made by te | vhs article must not be taken as an | ,, Many improvements in company ser 
2105 North Meridian St. trust, except that the general overhead | 2*Sument or Oriet either on dena ing helps are believed to have assisted 
APO of the company affects indirectly the net trust company or an insurance Company. | tem a the Connecticut Mutual in roll- 
NDLAN LIS, INDIANA return the pomenss company realizes The various suggestions and arguments = up an in inate tot sel anal busi- 
ome tamasteente set forth above are offered simply to ee P P . , 
Most of the insurance companies have te ane agne 5 Semaeane — = For the week ending Oct. 20 the com- 
‘ dardized their trust agreements | “T@0!¢ 21m to discuss this problem wi any issued $4,309,230, which is approxi- 
IOWA so standar te: clients and to enable him to make sug- any ee Ceres an SS Oe 
that = a — advise the geations. a d s mately $900,000 greater than any pre- 
agent o 1s desires and the company _| vious wee in the company’s istory 
L. MARSHALL prepares the agreement for his signa- One — —— is that wp ten — of 81 years. Issued business for the year 
®CONSULTING ACTUARY ture. With the trust company he is — to the trust companies for the shows an increase of $13,272,525, or a 
Hubbell Building Hkely to need the services of 2 lawyer | co-operation and assistance they are giv | & Of approximately 18 percent. 
& * : ‘ *" ing in eveloping t e life insurance 
oe Cees Seen Where inatitutions are forbidden by law | {ust Large sums of money and much ne ee eee 
to do 80. . time, thought and energy are being The fall meeting of the executive com- 
: given by trust companies all over the | mittee of the General Agents’ association 
MISSOURI Difficulties are Numerous country in persuading people to take out | of the Northwestern Mutual Life will be 
‘ . | sufficient insurance. This campaign has | held at the home office in Milwaukee 
Mw By. x, ep Bn yen age produced and _ will continue to produce | Noy, 3-4. The purpose of the session is 
OHN E. HIGDON ; BUY a : hi : fine results. The underwriters and the|to lay plans for the program of the 
ACTUARY ~ tees yO 4 m pon ome Wade life companies should let the trust com-| spring zone conferences. Officers of 
224 Argyle Bidg., Kansas City, Mo. stri Rance th nay Pons tight ‘o aati panies and banks know that they appre-| the association are: Clarence H. Poin- 
‘ — : — ne ." rade 8 “ Saat ciate their efforts and that they will| dexter, Kansas City, Kan., president; 
Se ee ee oe. | Cooperate fully. Ralph M. Hamburger, Minneapolis, vice- 
some even exacting a cash payment be- resident: Sam C. Pearson, Kansas City 
fore the trust may be terminated or the | Soret ‘ Mo . ; oo — d F nillin 
ALEXANDER Cc. GOOD trust company’s position thereunder ma-| C. B. Knight’s Birthday Remembered o., secretary-treasurer, an rat 
. at . ; hes s . ‘ Mann, Omaha, Neb., chairman of the 
terially changed. Others demand a} Charles B. Knight, New York City, | group program committee 
CONSULTING ACTUARY written instrument on a form complying general agent of the Union Central Life, group prog : 
1416 Chemical Building — local — in order go Ngee received the surprise of his life this 
or change and some require the written | week on his 63rd birthday, when his ° ° 
ST. LOUIS consent of the trustee. : | agency staff and his many friends hon- Chicago Managership 
The strongest argument for choosing | ored him at a meeting in his office build- Wanted 
a trust company as trustee is that a life| ing. As a birthday present his agents 
NEW YORK company is not equipped to administer | presented. him with more than 300 ap- A man now engaged in personal production 
' who has done administrative and general 


agency work successfully in Chicago, de- 
sires to form a connection with a first class 
company or a managership in Chicago 
where agency organization work can be 
done. The advertiser with his experience in 
Chicago and Northern Illinois will be able to 

produce satisfactory results. He is no 
1 smcrmed high pressure or trick artist, but @ 
man who has always been connected with 
the highest grade conservative companies. 
Address C-23 Care The National Under- 
writer. 


























on HITS THREE-QUARTER 
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The This Company has not only talk- 
ed Co-operation, but given it so The Bankers Life Company total of 
Company much, that it now has the repu- legal reserve life insurance in force 
tation for being one of the on June 30, 1927, was $766,000,000. 
leading ‘‘Co-operating’”’ _ 
: This is a gain of $50,000,000 for the 
oJ Companies. ' 
first six months of the year. 
Interested? The total as of June 30, 1927, is 


Co-operation 
Write for openings! nearly four times as great as the 


total at the end of 1918. 
Des Moines Life 
& Annuity Company || BANKERS LIFE COMPANY 



























































J. J. Shambaugh, President GERARD S. NOLLEN, President 
DES MOINES, IOWA Established 1879 Des Moines, lows 
ae — Lip 
e | bA ? —— Insurances) Company 
Are YouStill aSub Agent! my | 
A New Plan to Solve 
Ambitious and Successful Men and An Old Problem 
Women prefer to Build, Own and Man- | J , 
a age a business for themselves. How to gain the confidence of new prospects is an | 
old problem. 
—_ The Ohio National Life Juvenile Policy helps to 
WHY NOT BECOME A GENERAL solve this important problem. 
AGENT? The policy is issued at birth and up to age 11 in 
: amounts from $1,000 to $10,000, with premium 
Our plan provides an agreement for waiver in event of total disability or death of } 
building, ownership and management of father. 
successful General Agencies in the states Every father is interested in his boy or girl. , The 
of ARKANSAS, LOUISIANA, TEXAS juvenile policy is something for his boy or girl 
and OKLAHOMA He is interested. You get his confidence and he 
P places all his life insurance with you. 
— The Juvenile Policy is only one of the many services 
Your communication will be treated — — it “Pay to Tie Up with the Ohio 
with confidence. scenes. 





General Agent wanted at Dayton, Ohio.—Other 


LOUISIANA STATE LIFE valuable territory open. 
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The Northwestern Mutual Life 
Insurance Company 


hag been in business for seventy years and during al] that time it has adhered strictly and faithfully to the 
purposes of its founders to make of it purely a life insuring company. It has resisted the temptation to 
enter other fields of insurance because it believes that it can, under its long-observed policy, render more 
efficient and economical service to its patrons. 

The Company recognizes that a limited number of definite needs prompts men to buy life insurance, and it has 
been its constant aim to develop both an organization and a service to meet those needs in the most complete and 


satisfactory manner. 


The following specific needs, and the most effective way to meet them, have had special attention: 


Income for wife or other dependents ; 
Funds for the education of children; 


Cash to pay off mortgages, etc. ; 
Cash to pay debts, including administration, last illness and funeral expenses, and for family adjust- 


ment ; 

Cash to pay taxes of all kinds; 

Bequests to hospitals, etc. ; 

Birthday, Christmas and other remembrances ; 

Funds for old age and retirement; 

Corporation insurance; and 

Partnership insurance. 

THE NORTHWESTERN HOLDS THAT THOSE WHO USE LIFE INSURANCE TO MEET 
ANY OR ALL OF THESE NEEDS, OUGHT TO HAVE THE ASSISTANCE AND ADVICE OF AN 
INTELLIGENT AND RESPONSIBLE AGENT AT THE TIME OF THE SALE AND THROUGH- 
OUT THE LIFE OF THE POLICY, IF MAXIMUM RESULTS FROM INSURANCE ARE TO BE 
PROCURED. 


In consequence, the Northwestern accepts business from none other than its own agents (except legiti- 
mate surplus from a regular agent of another company which has its limit on the applicant) ; 


It accepts no business from brokers; 
It does no group or wholesale selling ; 
It does not contract with, or license, banks or other corporations, as agents. 


The Northwestern considers that practices which differ from the above are inconsistent with its 
theory of the business, and, furthermore, it believes The loyalty of its agents entitles them to this 
protection. 


Note: 
Thistis” the first” of a ‘series of 
twelve statements on*this subject. 


THE NORTHWESTERN MUTUAL 


LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 





